Clearing House. 




















SIX SPECIAL SERVICES: Motor banking is one (See page 23) 


This Month: 


MEASURING EFFICIENCY IN OPERATIONS by George M. Clark 
PROGRAMS FOR BETTER CORRESPONDENCE by Donald C. Zuechlisdorff 
WHERE BANK OFFICERS TEACH COLLEGE BANKING by Grant G. Bryan 
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Check paper that properly reflects 
the character and stability of a 
bank is a factor of major impor- 
tance in a well planned public 
relations program. That is one 
reason why a great majority of 
America’s leading banks have 
chosen La Monte Safety Papers. 
They are recognized from coast to 
coast as the standard for quality 
and safety. 





A Check Paper All Your Own 

Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting — makes identification positive. 
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Courtesy Week 


Smrs: We are enclosing a_ booklet 
describing a Courtesy Week held recently 
in Reno and Sparks, Nevada. The idea 







Sseiteng Week | 


RENO AND SPARKS, NEVADA 








the week wan over, a total of 1890 persons had witnessed 
* program of skits presented by the telephon ompany ... almost 
double the number expected. Juging by al] accounts, courtesy, friendits 
ness and salesmanship at. their best were back in the swidle, 














was developed by the bank in co-operation 
with the Chamber of Commerce, Retail 
Merchants Association and the Bell Tele- 
phone Company of Nevada. 

A total of 18 skits were included in the 
program, four pertaining to face to face 
contacts at the bank, the hotel desk, the 
tie counter of a department store and at a 
service station. The remaining 14 covered 
the elements of good telephone usage. 
Most showed the right and wrong methods. 
The program lasted one hour in a theater 
rented for the purpose. 

The skits were greatly enjoyed and were 
witnessed by 1,830 people during the week. 

JORDAN J. CroucnH, 

Public Relations Director, 
First National Bank of Nevada, 
Reno, Nevada 
. * . 


Baby Carriage Banking 


Sirs: We are sending a photograph of 
our baby carriage banking windows. Two 
of these were opened in late July, at our 
branches in Bensonhurst and Flatbush. 

They are canopied outdoor windows 
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designed for handling deposits and with- 
drawals for mothers of small children. 
They are open from 9 a.m. to 3 p.m. daily, 
Mondays through Fridays, and to 7 p.m. 
on Thursdays. 

Plastic baby shoe banks were given as 
souvenirs to 150 mothers who used the 
service during the first two days. 

CuinToN I. MILLER, 

Assistant Vice-president, 
The Dime Savings Bank of Brooklyn, 
Brooklyn 1, New York 


¢ ¢ o 


World Trade 


Srrs: Recently during World Trade 
Week we had an unusually interesting 
window display. 

This showed major imports and exports 
through the Port of Houston, as evidenced 





by samples along the front of the window 
tied with ribbons to the point of export or 
import. The part played by rail and air 
travel was also depicted as well as the 
function of the letter of credit, reproduced 
with all documentary attachments. 

The little gadget in the left center of the 
picture shows a stream of “‘money”’ flowing 
out of the Port into the city. This portion 
of the window display was in motion. 

HuGu J. BERNARD, Vice-president, 

The Second National Bank, 
Houston 1, Texas 
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Loss on Counterfeits 


Stns: You may be interested in advis- 
ing your readers that riders are being pre- 
pared by underwriters of Bankers Blanket 
Bonds, Form 24, to protect banks against 
loss in unknowingly accepting counterfeit 
bills in the usual course of business. 

This rider comes as a result of a claim 
filed by the writer for a counterfeit bill 
received by this bank. Our bonding com- 
pany found it necessary to confer with 
home office attorneys since the claim 
established a precedent. Subsequently the 
matter was presented to the National 
Bureau of Casualty and Surety Under- 
writers with the result that riders are to be 
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Drive-In Signals 


Strs: Frantz and Spence, architects, 
deserve credit for the revolutionary drive-in 
system, featuring electric eye window 
signals to keep traffic flowing around the 
island, at the Michigan National Bank, 
Saginaw, Michigan. 

In our June advertisement on this in- 
stallation, we erroneously: stated that 
Spence Brothers were both contractors and 
architects. 

T. G. Morris, Advertising Manager, 

Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 
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A hours! 


ore the story ... literally ... of 

the Transit Department here at 
Manufacturers Trust Company... on 
the job 24 hours a day! 

Working in three shifts, these efficient 
workers clear all transit items with 
amazing speed. Quick check collections 
assure prompt available balances. 


The skill of this department, aided by 
the latest inmodern machinery, facilitates 
swift, efficient, accurate service to all our 
Correspondents. | 

Here is but one of the many 
helpful services of Manufacturers 
Trust Company ... geared to meet your 
requirements, whatever they may be. © 


Manufacturers [Trust Company 


MORE THAN 75 BANKING OFFICES IN GREATER NEW YORK 
55 BROAD STREET, NEW YORK 15, N. Y. 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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TRENDS IN FINANCE 











Midwest Stock Exchange 


The multi-city merger of at least four 
local stock exchanges to form a mid- 
western exchange at Chicago will become 
effective this Fall. ‘The four exchanges 


which have formally voted to join the 


merger are Chicago with 296 members, 
Cleveland with 44, St. Louis, 37, and 
Minneapolis-St. Paul, 19. 

Cincinnati is due to vote any day now 
and will very likely become one of the 
“charter members.” New Orleans and 
Pittsburgh may also come in soon. Detroit 
turned down participation last Fall, but 
the vote was close, and there is always a 
possibility that this exchange will eventu- 
ally make the eighth member. 

Membership rules. Each participating 
exchange will he liquidated and each 
member, for a 60-day period, may purchase 
a membership in the’ new exchange for 
$2,500. Following this period, member- 
ships can be obtained only on the open 
market. Corporations can become mem- 
bers of this new regional exchange in con- 
trast to the New York Stock Exchange 
which accepts only individuals. 

Also, during this 60-day period, starting 
September 15, corporations listed on the 
participating exchanges may transfer their 
listings to the new exchange without 
charge. They can accomplish this merely 
by signing an application. 

The headquarters of the new exchange 
will be the present quarters of the Chicago 
Stock Exchange, 120 South La Salle Street, 
in the heart of the city’s financial district. 
Branch offices in the cities where the 
participating exchanges are currently oper- 
ating will be connected with the main 
trading floor by a two-way teletype net- 
work. Thus all buy and sell orders can be 
handled expeditiously and economically. 
Unless buy and sell orders can be matched 
in the originating city, securities will be 
sent by mail. 

Third largest. The new exchange will be 
the third largest in America although small 
in comparison with the big New York 
Exchanges. During the first six months of 
1949, the eight groups who may join the 
merger did only 2.7 per cent of the total 
trading volume of the 22 exchanges of the 
nation. The two big New York exchanges 
accounted for 86 per cent of the total 
volume. 

The name of the new exchange will be 
decided by votes of members of the local 
exchanges joining. Among those suggested 
thus far are: Midwest Stock Exchange, 
Central Securities Exchange, Mid Conti- 
nent Stock Exchange, Mid-American Stock 
Exchange, and United American Stock 
Exchange. 

The vote for the merger in Chicago was 
90 per cent, in St. Louis 82 per cent, in 
Cleveland 75 per cent and in Minneapolis- 
St. Paul it was reported merely as “‘de- 
cidely favorable.” 

Some objections. There were a few 
strenuous objections. A_ dissenter in 
Cleveland said: “It’s too bad a 50-year 
old institution like the Cleveland Stock 
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Chicago Stock Exchange, headquarters of new regional mart 


Exchange has to lose its identity.” In 
St. Louis the president of the Chamber of 
Commerce said that he could see ‘“‘per- 
sonal advantages” in the plan for St. Louis 
brokers and bankers, but that he could 
also foresee “‘grave injuries” to St. Louis. 

However, it is felt that the advantages 
of the plan far outweigh any disadvantages 
envisioned by the few dissenters, occa- 
sioned apparently largely by hurt civic 
pride. 

The advantages. First, the merger will 
result in a drastic cut in overhead. This 
is an important consideration, particularly 
at a time when trading is none too brisk. 

Second, it is believed that listings will 
eventually increase above the present com- 
bined total of the currently participating 
exchanges. Chicago Stock Exchange Presi- 
dent James E. Day recently said: ‘‘New 
listings on the small exchanges have been 
almost nil in the last 20 years, while most 
of the business has been going east.” It 
is felt that the more important and 
extensive midwestern exchange will attract 
listings from corporations which would 
not be interested in any small local ex- 
change. As to present listings on the 
participating exchanges, it is believed that 
most of them will be glad to go along under 
the new and more impressive setup. 
Mr. Day has received many letters from 
such corporations expressing their willing- 
ness to transfer to the new exchange and 
praising the plan. 

Increased listings and greater interest in 
the broader market should make for a 
larger trading volume. As a _ precedent 
one may consider the record of the Phila- 
delphia and Baltimore Exchanges which 
merged March 7. In the first four months 
after the merger trading volume was 19.2 
per cent less than the volume of the two 
markets a year previous, but in compari- 
son the dip in the New York Stock Ex- 
change was 42.7 per cent. 


Third, the merger will put more inter- 
ested security salesmen back of each listed 
issue. As one veteran Chicago trader put 
it: ‘‘Heretofore we haven’t been inter- 
ested in any stock listed on the Cleveland 
Exchange. In fact, we probably haven’t 
known anything about it. Now, with it 
listed on the new exchange we can find out 
all about it and push it along with other 
formerly outside issues. We're strong for 
this merger because it gives us a broader 
line to sell. And more to sell comes in 
handy these days.” 

Banker comment. A vice-president of 
a large La Salle Street bank whose cus- 
tomer relationships are entirely with in- 
vestment banking firms was asked about 
how his customers viewed the proposed 
merger. 

“One hundred per cent favorably,” he 
replied promptly. “I have yet to hear an 
adverse comment.” 

“What do you think of it yourself?” he 
was asked. 

“T agree with the exchange members I 
have talked to, that it’s a long step for- 
ward. It creates a more important and 
efficient market for midwestern securities.” 

It will be interesting to watch the growth 
and development of this new and important 
midwestern stock exchange. 
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Nationalization Halted 


Bank nationalization in Australia, a 
major objective of the Labor Government 
in power, has been thwarted at least 
temporarily. 

The Banking Act lesgislation which 
would have abolished the trading or com- 
mercial banks was declared unconstitu- 
tional by the High Court of Australia last 
Fall, but this verdict was appealed by the 
Australian Government to the top-ranking 
Privy Council in London. 
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After the longest case in the Council’s 
history, involving millions of words, the 
result was a dismissal of the appeal. 
However, the Council deferred citing the 
reasons for the judgment until a later date. 

It now appears that no further action 
can be taken until after the general election 
expected to take place in November. Bank 
nationalization is certain to be a major 
election issue. 

The issue actually goes beyond national 
boundaries. For the first time in modern 
history a democracy was about to adopt 
the nationalization of the entire financial 
structure. with its accompanying economic 
control of business and private individuals. 
Once adopted, this precedent might spread 
to other governments beset by problems 
and attracted to socialism’s alluring prom- 
ises. 

Sine 2 


Idea for Enhancing 
Stockholder Relations 

One of the trends in business and finance 
today is greater emphasis on closer, better 
relationships between management and 
stockholders. 

A new plan to achieve this purpose was 
put into practice recently when one of 
Motorola’s 2,950 stockholders was taken 
on the first of a series Of management- 
sponsored tours to explain the operations 
of the Chicago radio and television com- 
pany. 

The tour was part of the stockholder’s 
reward for writing the best letter express- 
ing his views on policy as a part owner of 
Motorola. The contest, announced earlier 
in the year in a brochure sent out with the 
annual report, was open to all shareholders 
regardless of the amount of their holdings. 

The winner received a week’s vacation 
in Chicago with all expenses paid, a radio- 
television set, and a trophy which was 
presented to him at a management ban- 
quet. He met all Motorola officials and 


had an opportunity to dicuss the company 
with technicians and production line em- 
ployees as wel] as with officers. 

The winning letter suggested improve- 
ments in employee morale through public 
recognition of individual effort, particularly 
in research and development divisions. 
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‘Small Business 


Financial Management 


Steps the small businessman can take to 
solve or alleviate his financial problems 
were outlined by Eli Shapiro, associate 
professor of finance, University of Chicago, 
at the second annual seminar for smaller 
business management conducted by the 
university’s school of business. 

Since it is difficult under present condi- 
tions for the small entrepreneur to raise 
funds from local capitalists, and even locat- 
ing short-term credit often constitutes a 
problem, Professor Shapiro suggested a 
closer examination of how a small business 
can “cut corners” with respect to the 
funds it needs. 

“The next step for the small business- 
man,” he stated, “is to establish a proper 
organization for financial management by 
establishing the requisite internal controls. 
A businessman must learn how to conserve 
the funds that he has cut down to the 
barest minimum.” 

Credit sources. As to the present-day 
available sources of credit, Professor 
Shapiro said: 

“By far the most important source of 
money-short-term funds to business gener- 
ally, and to small business particularly, is 
trade credit which appears on the balance 
sheet as accounts payable. The extension 
of trade credit is usually laxer than the 
extension of bank credit. 

“The debtor needs trade credit if his 
working capital is small. Trade credit, if 
cheaper credit cannot be obtained, is fre- 
quently used to fill in the seasonal peaks 
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in a business.” 

Professor Shapiro also cited the com- 
mercial bank has a second source of short- 
term funds. However he added, “Only 
20 per cent of the total volume of member 
bank loans is made to small business.” 

Other possible sources of credit were 
listed as accounts receivable financing, 
commercial financing and the financing of 
equipment on an installment basis. 

Avoid losses. ‘“The success of the small 
business financial management,”’ Professor 
Shapiro concluded, “‘will lie in the estab- 
lishment of proper credit and collection 
practice in order to avoid dissipation of the 
acquired funds in the form of bad debts, 
and the development of tools of financial 
analysis which will enable the firm to 
assess changes taking place in the business 
organization.” 

+ * . 


Encouraging Omen 


For a long time, business spokesmen and 
many economists have been urging tax 
action to stimulate rather than to dis- 
courage enterprise and expansion. How- 
ever, in large part their pleas have had - 
little re-echoing in legislative halls. 

It was an encouraging sign, therefore, 
to have two influential government repre- 
sentatives propose specific steps in the 
desired direction recently. ; 

To spur a more widespread distribution 
of common stocks, lower federal income 








THOMAS B. McCABE 


Urges more tax incentive 


taxes for the upper income tax brackets 
and relief from double taxation involving 
both corporate earnings and dividends 
were suggested by Thomas B. McCabe, 
Federal Reserve Board chairman. 

He also advocated the authorizing of 
more rapid depreciation of equipment and 
plant for tax purposes, and more leeway to 
business to claim tax refunds or credits for 
losses, and averaging of capital gains and 
losses over a number of years to determine 
taxable income. 

Six-point program. Meanwhile, Sena- 
tor Walter F. George, chairman of the tax- 
writing Senate Finance Committee, has 
proposed immediate action on a six-point 
tax reduction program. 

Calling the present tax load a major 
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How a Bankers Trust bond account analysis may help your bank 


Timely bond portfolio analysis may 
help you in the management of your 
bond account, and lead directly to 
increased earnings for your bank 
and the strengthening of your capi- 
tal structure. 


With business and economic con- 
ditions undergoing marked changes, 
it is.particularly important that 
your bond account be reviewed 
periodically. 

In analyzing your account, our 
specialists evaluate key factors such 
as the nature and volatility of 
deposits—business and loan trends— 
interest rates—Treasury and Federal 
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Reserve policies—liquidity require- 
ments. A study of such factors is the 
basis for our detailed analysis, which 
may include specific recommenda- 
tions of what to buy and what to sell. 

In addition, we apply to our study 
of your account the knowledge and 
experience we have gained as pri- 
mary dealers in U.S. Government 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





and Municipal securities. 


Bond Account Analysis is just one 
of the many services Bankers Trust 
offers its correspondents and cus- 
tomers. When you are interested in 
this service, you are invited to write 
us. Please address Bond Department, 
Bankers Trust Company, 16 Wall 
Street, New York 15, N. Y. 





























obstacle to continuing economic expansion, 
Senator George believes that relief should 
be given as follows: 

1. A tax credit should be given to the 
individual on dividends received from 
stock investments. 

2. Preferential treatment must be given 
for earned income, to stimulate incentive 
for ambitious young people. 

3. There should be special consideration 
for creative talent groups, such as authors, 
whose productive span is usually short. 

4. Special deductions should be pro- 
vided for long-term research. 

5. Better provisions are needed for busi- 
ness to amortize plant and equipment. 
The goal should be to encourage replace- 
ments every ten years at least. 

6. There should be substantial reduction 
of the excise taxes or preferably the elimi- 
nation of all wartime excises. 

Senator George contends that the best 
way to meet the necessary costs of govern- 
ment in a recession period is not to raise 
taxes but to lower them as a stimulus to 
more business activity. Along with tax 
cuts, he stresses that government spend- 
ing must be stripped of waste, both at 
home and abroad. 


* Sd * 


Operating Funds 


That there is a current dearth of equity 
capital, and that tax revisions are needed 
to remedy the situation, is borne out in the 
case Ofg175 manufacturing companies 
recently surveyed by the National Indus- 
trial Conference Board. 
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However, an adequate supply of working 
capital was reported by all but a very few 
of the companies represented. The survey 
disclosed a general antipathy toward bor- 
rowing in order to bolster operating funds. 
Those in need of more working capital 
expected to obtain it from retained earn- 
ings, depreciation reserves, reduced inven- 
tories, lower accounts receivable, and even 
to tax refunds. The major exceptions were 
firms in the food and textile industries 
where seasonal requirements are particu- 
larly heavy. 


The fact is that corporations in the 
United States ended the first quarter of 
1949 with more net working capital than 
ever before, according to the Securities and 
Exchange Commission. The accompany- 
ing chart shows the marked rise in such 
funds since the pre-war days. The total 
on March 31 was $65,800 billion, a gain 
of $3,100 billion in a year. 
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Normality Foreseen 


Optimism over the world economic out- 
look was expressed by Ralph M. Binney, 
vice-president of The First National Bank 
of Boston and chairman of the Foreign 
Trade Committee of the Boston Chamber 
of Commerce, speaking recently in a world 
broadcast over shortwave. 

“T feel certain that the world will go 
forward and make progress in spite of all 


- our current problems,” said Mr. Binney. 


“‘We always have and I see no reason why 
that should not continue to be the case. 
I know that some countries are short of 
dollars, but that is more or less a tempo- 
rary situation and one that will be cor- 
rected in due course. Money is plentiful 
in most countries in terms of their own 
currency, and there is no doubt but what 
people are all better off than they were a 
few years ago. The Marshall Plan is 
working, and I feel‘sure that Great Britain 
and Europe will get back to more normal 
times soon.” 

Mr. Binney went on to say: “There is 
nothing new in President Truman’s so- 
called ‘point four’ program. Our manu- 











money ... and safe money. . 


NATIONAL CITY BANK 
TRAVELERS CHECKS 


If you are going to the American Bankers Annual Convention, take a little 
of your own good advice! Put yourself on the other side of the wicket . . . and 
buy some of those NCB Travelers Checks you recommend to your customers 
as the world’s safest form of travel currency. 


Then when you shop or see the sights in San Francisco, you'll have ready 
. promptly refunded if it’s lost or stolen! 
You can buy National City Bank Travelers Checks at YOUR OWN bank. 


If not, write for details. Remember, banks retain ALL the selling commission 
on NCB Travelers Checks . . . %4 of 1%. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office 55 Wall Street, New York 15, N.Y. 
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Member Federal Deposit Insurance Corporation 
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Mr. Binney over shortwave 


facturers, research men, bankers and others 
have always been receptive to new ideas 
and are always ready to collaborate with 
businessmen abroad in the development of 
sound business relationships.” 

Mr. Binney is a senior officer in the 
First National’s foreign division. 
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**Fed’? Changes Urged 


While holding that Federal Reserve 
powers to regulate the money supply are of 
foremost im- 
portance for 
economic _ sta- 
bility, a num- 
ber of changes 
in the System 
to make its 
monetary poli- 
cies more effec- 
tive are sug- 
gested by one 
of the top- 
notch author- 
ities, Dr. E. A. 
Goldenweiser, 
in his new book 
on “Monetary 
Management.” 

DR. GOLDENWEISER Now a member 

of the Institute 
of Advanced Study at Princeton, New 
Jersey, the author for nearly 20 years was 
Director of Research and Statistics for the 
Federal Reserve Board. He advocates 
these changes: 

Establish a co-ordinating agency or 
mechanism, through which common credit 
policies could be developed among Govern- 
ment agencies. Dr. Goldenweiser observes 
that “it is not useful, when the Federal 
Reserve authorities are trying to contract 
credit, to have other agencies, dominated 
by their special problems, promoting the 
expansion of credit.” 

Make all institutions that hold deposits 
comply with the reserve requirements im- 
posed on member banks of the Federal Re- 
serve (a step that would be strongly re- 
sisted by.non-member banks). 

Rationalize the classification of banks as 
to the character of the business they do 
rather than as to their geographical loca- 
tion. 

Give the Federal Reserve Board per- 
manent power to regulate installment 
credit. 

Relieve the Board of any necessity for 
supporting Government bonds at par, 

Dr. Goldenweiser’s book is one of a series 
issued by the Committee for Economic 














Development. Consisting of 175 pages, it is 


available at $2.75 from the McGraw-Hill 
Book Co. 


September, 1949 


CANADA’S 


























E. B. Durham, Supervisor, 



































CANADA’S “OIL” BANK 





55 branches in Alberta, the "oil" 
province. Over 720 branches in Ca- 
nada, the West Indies, Central and 
South America. New York, London 
and Paris. Head Office, Montreal. 


ASSETS EXCEED $2,222,000,000 





OIL FIELDS 





We invite enquiries from United States banks 
interested in the tremendous oil development now 
taking place in western Canada. We have been 
operating in Canada’s western oil fields since the 
earliest days of development, know the oil fields 
and the men who work them. Branches of the Royal 
Bank serve directly the Turner Valley, Leduc, 
Woodbend and Redwater Oil Fields. 


From long experience and a well-organized 
department of information, we can help answer 
your clients’ questions on foreign exchange control 
regulations, taxation, Customs, immigration, 7 
royalties, incorporation, conservation controls 


| and new fields of exploration. 


For quick service, address enquiries to: 


| | The Royal Bank of Canada, Calgary, Alberta. 


THE 
ROYAL 
BANK 


OF CANADA 
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Against Inventory 


Our Service enables you to lend safely to customers, 
small and large, who require accommodations in 
excess of your open-line limits. Our experience is 
extensive .. . our integrity unquestioned . . . our re- 
sources substantial . . . our insurance ample. Hun- 
dreds of Banks hold our Warehouse Receipts against 
inventory stored right on the borrowers’ own prem- 
ises. The validity of our Warehouse Receipts has 
never been questioned. 
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OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N:Y. « Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bldg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St. Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bldg., 
Pittsburgh 22, Pa. « 425 East 8th St., St. Paul 1, Minn. « 243 Kearny St., San Fran- 
cisco 8, Calif. © 222 Spring St., Shreveport 69, La. « University Bidg., Syracuse 1, N.Y. 
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Anniversary Convention 


A silver-dipped convention is promised 
for next month at Philadelphia by The 
National Association of Bank Auditors 
and Comptrollers, in celebration of the 
association’s 25th anniversary. The birth- 
day convention will be held at the Bellevue- 
Stratford Hotel, October 23 through 26. 

It is expected to be the association’s 
biggest annual meeting in attendance. 
Plans are being made for 1,300 registrations 
which would top the previous high mark 
by 300. It is also expected that this year’s 
display of bank equipment and services 
will be one of the most complete yet assem- 
bled. 

Speaker line-up. A number of noted 
speakers will address the convention: 
M. S. Szymezak, Board of Governors, 
Federal Reserve System, will speak on 
Federal Reserve Policies; Dr. William H. 
Carnog, educational director, Philadelphia 
Chapter, American Institute of Banking, 
on Visual Aids in Education; Frank H. 
Lovejoy, Socony-Vacuum Oil Company, 
on Public Relations; and Dr. George Gal- 
phin, Drexel Institute, Philadelphia, on 
Psychology in the Office. 

Also planned is a talk on Bank Earnings 
by Morris A. Shapiro, Morris A. Shapiro 
and Company, New York City; a talk on 
A Modern Bank Collection Code by Fair- 
fax Leary, Jr., general counsel, General 
State Authority, Harrisburg, Pennsylvania; 
a panel discussion on the association’s drive 
for An Audit Program in Every Bank led 
by Charles Zimmerman, comptroller, Capi- 
tal Bank and Trust Company, Harrisburg; 
and a panel discussion on Systems and 
Procedures by William D. Gill, National 
Security Resources Board, Forde Steele, 
assistant cashier, Central National Bank, 
Cleveland, Stanley Bettles, manager, Meth- 
ods and Review Division, Continental 
Illinois National Bank and Trust Com- 
pany, Chicago, and J. Arthur Larson, 
. assistant treasurer, Delaware Trust Com- 
pany, Wilmington. 

Social activities will include entertain- 
ment for delegates and their wives and will 
be in keeping with the anniversary theme 
of the convention, according to President 
Paul D. Williams, vice-president and 
comptroller, Corn Exchange National Bank 
and Trust Company, Philadelphia, and 
General Convention Chairman Edward F. 
James, comptroller, Fidelity Philadelphia 
Trust Company. 

Looking back. History-wise, the associ- 
ation dates back to the early 1920’s when 
local groups of bank auditors began hold- 
ing co-operative meetings. The first of 
these to organize was the Los Angeles 
group in 1924. This was followed by an 
Ohio association and a Portland, Oregon, 
conference in 1924. Meanwhile, a Chicago 
group began holding meetings in 1924, but 
did not formally organize until 1925. 

The first national meeting was held in 
Chicago, September 29 to October 2, 1924, 
at the time of the American Bankers Associ- 
ation convention in that city. The prac- 
tice of holding its national meetings con- 
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President Williams behind, Convention Chairman James at right, of the birthday poster 


NABAC to celebrate 25th anniversary in Philadelphia 


current with the A. B. A. continued 
through 1939. On January 1, 1940, the 
first national headquarters was established 
and that year NABAC fixed its own con- 
vention location and time. 

Today, the national office has a full-time 
staff of nine people, headed by Evan M. 
Johnson, executive director, and Darrell 
R. Cochard, executive’ secretary. It 
handles the publication of books and 
manuals, engages in research activities, 
provides answers to members’ inquiries 
and publishes the ““Auditgram,”’ the associ- 
ation’s highly regarded magazine on bank 
control and operation. 

Membership in the association has grown 
substantially. Ten years ago it was 1,200, 
five years ago it was 1,700, and today it 
includes 3,500 member banks. 


° e 


Strictly Business 


A really “raw meat” program diet has 
been concocted for the forthcoming con- 
vention of the Consumer Bankers Associ- 
ation. There will be no welcoming ad- 
dresses, no declamations on world affairs, 
not even any out- 
side speakers. In- 
stead, there will be 
strictly business 
sessions, and the 
speakers will be 
members of the 
association espe- 
cially qualified to 
discuss topics di- 
rectly relating to 
practical banking. 
Such is the un- 
usual plan-de- 
veloped by Pro- 








G. M. UNDERHILL 


gram Chairman Gary M. Underhill, 
executive vice-president, The Charter 
Bank of Philadelphia, for the annual 
meeting to be held September 25-28 at the 
Edgewater Gulf Hotel, Edgewater Park, 
Mississippi. 

Monday Program. A feature of the 
Monday program will be an evening “bull 
session,”’ consisting of a series of simultane- 
ous, informal, off-the-record discussion 
meetings in individual hotel rooms or suites. 
In each case, a leader has been designated 
to keep the talk revolving around a specific 
subject. Topics will be: sales financing, 
commercial loans, mortgage loans, check- 
ing department operations, and desira- 
bility of a national charter and Federal 
Reserve membership. 

On Monday morning, following the 
address of President George M. Clark, 
president, Pioneer Bank, Chattanooga, 
there will be discussion of the “‘Outlook 
for Consumer Credit,” with four members 
presenting local points of view. The par- 
ticipants will be: E. A. Peel, vice-president, 
Plantations Bank of Rhode Island, Provi- 
dence; Edward F. Matthews, secretary- 
treasurer, Newark Trust Company, New- 
ark, Delaware; Lloyd H. Drake, executive 
vice-president, Merchants and Mechanics 
Bank, Flint, Michigan; and LeBron Kinch- 
ley, president, Morris Plan Bank, Tampa, 
Florida. ‘Plugging Income Leaks” will 
be covered by Gordon E. Marks, vice- 
president and comptroller, The Tennessee 
Valley Bank, Knoxville. 

The Monday afternoon session will be 
devoted to “‘Public Relations and Business 
Development,” with Joseph E. Birnie, 
president of The Bank of Georgia, Atlanta, 
as moderator. Richard H. Stout, execu- 
tive vice-president, the Bank of Louisville 
(Kentucky), will discuss savings promotion 
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in the face of competitive interest rates. 
Carlton P. Cooke, president, Buffalo (New 
York) Industrial Bank, will cover how to 


increase demand deposits. Robert A. 
Culver, president, Tennessee Valley Bank, 
will tell how to maintain total loan volume 
in a readjustment period. Meeting the 
traffic problem is the topic assigned to 
M. S. Richardson, president, The Bank of 
Akron (Ohio). 

Plans for Tuesday. On Tuesday morn- 
ing, the theme will be “The Leadership 
Responsibility of Management.” One 
phase, building the organization, will be 
discussed by L. D. Lacy, president, Central 
State Bank, Oklahoma City. Earl J. 
Platt, vice-president and cashier, Pioneer 
Bank, Chattanooga, will talk on personnel 
administration. John B. Jessup, president, 
Equitable Trust Company, Wilmington, 
Delaware, will be moderator. 

“Increased Efficiency and Lower Costs” 
will be the afternoon topic, with the 
moderator being Malcolm C. Engstrom, 
executive vice-president, Industrial Bank 
of Commerce, New York City. Operating 
short-cuts and improved methods will be 
cited by H. T. Hicks, auditor, The Morris 
Plan Company of California, San Fran- 
cisco. The C. B. A. Efficiency Audit pro- 
gram will be covered by W. Albert Hess, 
executive director of the association. 

A banquet Tuesday evening, the annual 
business session Wednesday morning, and 
a golf tournament and dinner will conclude 
the well-filled program. 

Plans for the ladies include a tour of 
New Orleans, including entree to old homes 
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Riggs National presents historic scroll to U. S. Government 


in the French Quarter and a luncheon at 
one of the famed restaurants. This has 





THE professional in sports hits a 
little harder, drives a little farther, 
fields a little smoother—and gets 
paid for delivering a little better 
performance. Generally speaking, 
this is true in every field. 


Weare professional check printers, 
therefore we work a little faster, 
print a little more accurately, pack 
a little neater—and we make money 
because we deliver the goods. Some 
thirty-four years ago, when most 
manufacturers were seeking bigger 
orders and building bigger machines, 
we went after the smaller orders and 
built small machines to turn them 
out. Progressively thru the years, we 
have focused on smaller and smaller 
orders and consequently we are 
prepared to produce them — 
professionally. 





PROFESSIONALISM 


















Do you want to buy 200 checks at 
a time? 100? 50? 40? 25? 20? It 
makes no difference to us because 
we can tailor a package to your spe- 
cial needs. Do you want to ea 1,000 
orders? 50,000? 200,000? It’s all the 
same to us because we have the 
“know-how” and the facilities and 
the skilled workmen who never 
print anything but bank checks. 


Should you be contemplating now 
a program involving imprinted 
checks for all your depositors — or 
for a large portion of them —talk to 
our people and let them present the 
type of professional package that has 
already won public acceptance. Per- 
haps our standard package, in vary- 
ing quantities, would meet your 
needs. Perhaps you want a tailor- 
made job. No matter which, we can 
do it and we think you'll like it! 
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Manufacturing Plants at: 


NEW YORK. CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 







been arranged by Mrs. W. J. Fischer, wife 
of the president of the Progressive Bank & 
Trust Company, New Orleans. 
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Historie Payroll Discovered 


An historic five-foot parchment paper 
scroll, yellow with age, and recording the 
canal construction payroll of George 
Washington’s Potowmack Company in 
1792, was found recently by Roland T. 
Carr, vice-president of the Riggs National 
Bank, Washington, D. C. It was presented 
to Interior Secretary Krug, to become the 
property of the National Capital Parks 
Commission. 

The rag paper document which records 
the pay of the 70-odd men who built a 
short skirting canal at Little Falls, Mary- 
land, was verified as authentic by an 
NCPC historian. The canal was one of 
five built to provide a continuotis water- 
way from Georgetown to Cumberland, 
Maryland. 

The old payroll has written in fancy 
script at the top, ““Returns of the workmen 
Employed at the Little Falls of the Potow- 
mack by the Potowmack Company under 
James Smith, Superintendent from the 
28th day of July, 1792, to the 27th of 
October, following inclusive. Certified and 
Subscribed by the Overseer.” 

The payroll contains the names of 71 
workmen and four overseers. Few if any 
of the workmen could write their names 
on receiving their pay. A long list of Xs 
designates their signatures. Pay was 
deducted from any of the men for rum 
purchases. One laborer is charged seven 
shillings for stealing a “falling ax.” Two 
workmen died while constructing the canal 
and ten shillings apiece were taken from 
their salaries to buy coffins, the rest going 
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to their widows. Pay ranged from one 
pound 16 shillings a month for laborers to 
four pounds a month for overseers, and 
totaled 215 pounds. 

The antique was found purely by chance 
in a dusty wooden box in the basement of 
the Farmers and Mechanics branch of the 
Riggs National Bank, in Georgetown. 


* Sd ¢ 


Banking Hours : 


Contrary to the trend in most states 
calling for shorter banking hours and closed 
doors on Saturday, the Portland branches 
of the First National Bank of Portland, 
Oregon, have extended their hours and 
services, starting August 1. 

The banks’ doors are open for regular 
business from 10 a.m. until 5 p.m. six days 
a week, including Saturday. First Na- 
tional’s Sixth and Morrison branch, the 
only Portland exception to the plan, will 
continue open until 6 p.m. every weekday, 
including Saturday. 

According to the president, F. N. Bel- 
gano, Jr., the decision to change its bank- 
ing hours resulted from a desire to benefit 
both customers and employees. “We have 
felt for some time that our staff members 
should have more time off for recreation 
and other activities outside business,” he 
stated, “and we feel strongly that our 
bank, as a service institution, should have 
banking hours that meet the convenience 
of as many people as possible.” 

Rotating schedule. The move not 
only offers First National customers all- 
day banking six days a week, but also 
includes a new work schedule for em- 
ployees of the bank. Employees, including 
officers, will hereafter work a five-day 
week on a rotating schedule. : 

The new hours were given a trial run in 
two of the branches prior to the official 
opening, where several thousand customers 
took advantage of the opportunity to bank 
between noon and 5 p.m. on Saturdays. 
The bank also based its move on U. S. 
Bureau of Labor statistics, which estimated 
that 46 per cent of Portland’s population, 
or 105,000 persons, work on an hourly 
basis. It was known that many of them 
were unable to leave their jobs to come to 
the bank. They therefore would welcome 
the convenience on Saturday morning and 
afternoon, the bank reasoned. 

Variations in Chicago. Chicago banks 
also have undergone numerous changes in 
banking hours, due to the new five-day 
law which went into effect the first week 
of August. Loop banks immediately in- 
voked the Saturday no-banking clause. 
Most of the South Side banks changed to 
the five-day week while most of the North 
Side shore banks decided to remain open 
on Saturdays. 

The biggest day for banks outside the 
loop has been Saturday. The Skala Na- 
tional, Southeast National, Southmoor, 
and South Shore National, all on the south- 
east side, now close on Wednesday in order 
to remain open on Saturday. Western 
Springs State and the LaGrange National 
now close all day Monday. The biggest 
changes came about in the extensions of 
weekday service to compensate customers 
for the loss of Saturday banking oppor- 
tunities. 

Lack of uniformity. In the loop, how- 
ever, there was a surprising lack of uni- 
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o serve you and your 
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ALL OVER THE WORLD 


Bank of America has facilities for serving you and your 
customers practically anywhere in the world open to 
travel or trade. 

The International Banking Department functions 
directly for you—always preserving your own cus- 
tomer relationship. Letters of credit, acceptances, 
remittances, travelers cheques— every service related 
to foreign commerce, industry and travel is yours to 
command. 

For any information, write Bank of America, 
International Banking Department, 300 Montgomery 
Street, San Francisco 20. 
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Representatives: New York, Paris, Milan, Zurich 
Correspondents throughout the world 
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Sell Bank of America Travelers Cheques to your 
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formity in the scheduling of banking hours. 
Three banks, the First National, Conti- 
nental Illinois, and Harris Trust & Savings, 
extended their savings department hours 
on Monday to 8 p.m. 

All departments of The American Na- 
tional extended their hours to 4 p.m., with 
safe deposit vaults and savings depart- 
ments open until 6 p.m. on Friday. The 
City National extended Monday’s and 
Friday’s hours for both commercial and 
savings departments from 2 p.m. to 4 p.m. 

The Chicago National has another vari- 
ation. For the first four days of the week, 
the savings department is open until 3 p.m., 
the personal loan department and safe 
deposit vaults until 4:30 p.m. and the real 
estate department until 5 p.m. All the 
departments of the Chicago National are 
open until 6 p.m. on Fridays. 

Savings and personal loan departments 


at the LaSalle National are now open to . 


6 p.m. on Monday. The savings depart- 
ment is open until 3 p.m. other days and 
personal loans until 4 p.m. The trust 
department closes each day at 4:45 p.m. 
The Exchange National has extended 
Monday savings hours to 8 p.m. and the 
Northern Trust holds its savings depart- 
ment until 6 p.m. 


* ° * 


Horn of Plenty 


More than 300,000 spectators thrilled 
to the gala Minneapolis Banks’ float which 
won the grand sweepstakes award in the 
spectacular Grand Parade of the 1949 














Expansion plans for Detroit branch, Federal Reserve Bank of Chicago 


Glass front and plantings strike modern note 


Minneapolis Aquatennial celebration. 
Sponsored co-operatively by the banks 
of the city, the 75-foot float featured 
Minnesota’s territorial centennial and the 
theme ‘“Minnesota—Land of Plenty.” 
Depicted were various phases of the state’s 
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economy. Atop the float was a huge 
golden cornucopia from which poured typi- 
cal Minnesota products. Pretty bank girls 
costumed to represent mining, milling, 
agriculture, dairying, industry and the 
tourist business were posed against large 
artist palettes—a touch of glamour that 
made the float an overwhelming favorite 
of the crowd and judges. 


° ° 


Informal Fed Branch 


Warmth and informality are being 
stressed in the architectural design of an 
extensive addition and major remodeling 
of the Detroit branch of the Federal Re- 
serve Bank of Chicago. 

The new quarters, which will be com- 
pleted in 22 months and entail an expendi- 
ture of some $3,800,000, represent a 
modernization of the bank’s present quar- 
ters and a new eight-story building, ac- 
cording to Vice-president E. C. Harris, 
who heads the branch. The quarters are 
planned to provide improved facilities for 
handling the bank’s service and to con- 
tribute to the beauty of the downtown 
area. 

A major factor in developing the in- 
formal atmosphere is the styling of the 
entrance. The new building will be set 
back some 30 feet from the building line 
to allow for a garden of shrubbery and 
Ginkgo trees. This theme is carried 
through to the inside of the lobby where 
plant boxes will line the inside of the front 
window. The lobby, with its black marble 
floor, will also provide a carpeted area with 
lounge chairs for customers. 

White Georgia marble and double-paned 
actinic glass will form a major part of the 
building facade. The glass will be glare- 
proof, heat-repellent, and tinted for cus- 
tomer and employee eye comfort. 

The interior of the bank will make wide 
use of wood paneling and special tints of 
marble. The many new features will in- 


Burroughs Clearing House 








mTrpno 


atin mnie ath tin ioe ae 











clude board and conference rooms on the 
first floor where they may be readily used, 
a lounge room and cafeteria for employees, 
and rest room facilities for customers on 
the second and fifth floors. The bank will 
be equipped with air conditioning and 
fluorescent lighting throughout. 

All paying and receiving will be handled 
on the lower level in the new quarters. 
Special facilities will be provided on this 
level for armored motor cars and trucks 
which will move in through a guard-con- 
trolled entrance. Another special feature 
will be a small, special elevator arrange- 
ment for carrying securities to and from 
the vaults and the teller’s cage in the 
lobby. Present vault space will be more 
than doubled. 

The branch, which has 400 employees, 
will occupy the first five floors at the 
beginning and rent the upper floors. 


* * 


They Didn’t Know 


Officers of the East River Savings Bank 
of New York were mildly surprised to learn 
that financial experts in their area were not 
fully aware of the variety of services 
obtainable at the bank. 

Out of curiosity, they distributed folders 
among their staff questioning them on the 
twenty odd services. The results were 
quite revealing, for even bank staff mem- 
bers could not answer all the questions 
properly—which prompted the public rela- 
tions department to go to work. 

If such financial experts as Sylvia F. 
Porter, financial editor of the New York 
Post and Home News, Eugene Dickhuth, 
former banker, president of the Financial 
Writers Association and financial writer 
for the New York Herald Tribune, and 
Richard Meyer, well-informed financial 
advertising manager of the Wall Street 
Journal, could come up with such basic 
questions as: “You mean J can open a 
Junior Account?” and, “You collect divi- 
dends for your depositors?” they were 
certain that the average depositor must be 
equally unaware of the service possibilities 
available at the East River Savings Bank. 

The result was a unique folder entitled 
“They Didn’t Know—Do You?,”’ distrib- 
uted first to dormant or “sleeping account” 
owners. The folder, plus a letter, suggests 
indirectly to depositors that they might be 
interested in reactivating their accounts—if 
they knew of all the services. 

As an incentive to investigate all the 
possibilities at the bank, free booklets are 
being distributed on request which deal 
not only with banking, but include house- 
hold hints, child care, calendars, saver’s 
guide, and other subjects of general inter- 
est. Booklets were distributed on receipt 
of a questionnaire filled out by those parties 
interested. 
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Main Convention Topic: 
Government in Housing 


Government housing and its effect on 
private building will receive the undivided 
attention of more than 1,700 mortgage, 
commercial and mutual savings bankers, 
real estate executives, life insurance and 
title and trust company officials from all 
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»-.-counts 
cash, coupons, 
checks... 
tags, tickets, 
transfers 


Want something 
counted?.. 


Used to take Opal hours to count the coupons 
that came in the morning mail. ..even at that, accuracy 
to the nearest ten was considered right on the nose! 

... But then the firm got a new Tickometer and now 
Opal’s finished in a matter of minutes. ..not only 
counts all the coupons in the place, but all the cash on 
hand in the accounting department plus checks. The 
new Tickometer imprints same, too! 

Does your firm have something that should be 
counted or imprinted fast, accurately, automatically? 
... Get all the facts on a Tickometer!—a machine that 
handles more than eight hundred bills or paper forms a 
minute . . . five times faster than manual methods... 
feeds and stacks automatically . . . records and imprints 
both full and partial runs . . . never makes a mistake! 





Already in use at hundreds of department stores, 
banks, business and publishing houses... the Tickometer 
saves time and trouble wherever accurate counts 
are needed ... Call the nearest Pitney-Bowes office or 
send coupon below for illustrated booklet .. . now! 
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Pitney-Bowes 


@TICKOMETER 


Counting and Imprinting Machine 


PrtnEy-BowsEs, INc. 
3107 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 


Name 





Firm 
Address 








State 





ee eA 


13 


















WHEN 
YOU THINK 
OF 


PITTSBURGH 


7 
PEOPLES 


Pittsburgh has excellent transporta- 
tion facilities. Combined rail and 
water borne tonnage is greater than 
that of any other industrial area in 
the world. Five Class I railroads 
. .. three navigable rivers connect- 
ing with the 12,000 mile Mississippi 
system. Leading airlines augment 
Pittsburgh transportation, and 
will soon use one of the nation’s 
largest airports. 

Pittsburgh business has ready 
access to markets, raw materials, 
fuel. And Peoples First National, 
with its 15 completely staffed offices 
is in excellent position to co-operate 
with you on projects in this area. 
Your inquiries will be welcomed. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member F.D.I.C. 




















Management .class at Graduate School of Savings and Loan 


sections of the country, at the 36th annual 
convention of the Mortgage Bankers 
Association of America. The meeting is 
scheduled for September 19 to 21 at the 
Palmer House in Chicago, and is expected 
to be the organization’s largest annual 
meeting. 

The principal speakers who will discuss 
the Federal Government’s invasion of the 
housing industry and its effect on the 
supply of labor and materials include: Ray- 
mond M. Foley, administrator of the 
Housing and Home Finance Agency and 
the man who will direct the vast program 
calling for 810,000 public housing units in 
the next six years; Franklin D. Richards, 
commissioner of the Federal Housing 
Administration; and Philip M. Klutznick, 
former head of the Federal Public Housing 
Authority and now president of American 
Community Builders, Incorporated, build- 
ers of one of the country’s largest housing 
projects south of Chicago. 

Fred Kramer, president of Draper & 
Kramer, Incorporated, Chicago, has been 
appointed chairman of the convention 
arrangements committee which also in- 
cludes George H. Dovenmuehle, vice- 
president, Dovenmuehle, Incorporated, 
Chicago, Lindell L. Peterson, president, 
Chicago Mortgage Investment Company, 
Chicago, and president, Chicago Mortgage 
Bankers Association, and George H. Pat- 
terson, Association secretary. 

R. O. Deming, Jr., president of The 
Deming Investment Company, Oswego, 
Kansas, is slated to become the next 
president of the association. 

Nominee for the vice-presidency of the 
association is Milton T. MacDonald, vice- 
president, Trust Company of New Jersey, 
Jersey City. 
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The First Decade 


The existence of a Graduate School of 
Savings and Loan, despite the fact that it is 
celebrating its 10th anniversary this year, 
is little known in the world of banking and 
finance, outside of savings and loan associ- 
ations. 

This year’s student body of 113 savings 
and loan association officers came from 
27 states to attend classes at Indiana Uni- 
versity, August 8-19, to concentrate on 
savings and loan managerial training. 

A new course added to the curriculum 


this year was “Personal Finances,”’ dwell- 
ing on the family’s buying of life insurance 
and annuities, its social security and other 
forms of insurance, its savings and invest- 
ment programs, and the economy of a 
family’s owning rather than renting a home. 

The Graduate School offers three years 
of study, two weeks each summer, for men 
seeking a key and diploma. A thesis is 
also required. 


Coin Collection Display 


A collection of United States coins and 
currencies was formally put on display 
recently at the Federal Reserve Bank of 
Philadelphia. 

The collection was presented at a private 
showing by Dr. Alfred H. Williams, presi- 
dent of the Federal Reserve Bank of Phila- 
delphia who addressed a group of numis- 
matists and others. 

The collection is mounted in large frames 
under safety glass and attached to the 
walls and pillars of the main first floor 
corridor. Because of the actual cash value 
of the coins and currency, the display has 
been placed where it is under constant 
surveillance by the bank guards. The 
exhibition will be a permanent part of the 
bank’s public relations program. Further 
plans call for a mobile unit, a second group 
of framed collections which can be bor- 
rowed by others for display on important 
occasions. 

Philip M. Poorman, vice-president and 
cashier, and the active co-ordinator in 
completing and arranging the collection, 
introduced the speakers for the evening. 


* ¢ 


The Wise Old Owl 


New York state savings banks are rapidly 
bringing a standard trade-mark to the 
attention of the public in an all-out adver- 
tising and promotional campaign, using 
the press, radio, and such devices as coin 
banks, counter cards, easels and mechanical 
displays. 

The trade-mark, a picture of the Wise 
Old Owl, and the slogans: “‘When you see 
me you're in a savings bank,” “‘Be sure 
you save at a savings bank,” and, “Look 
for the Owl,” are only two of the elements 
in a co-operative promotional campaign 
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being conducted by the state’s savings 
banks to explain their place in the com- 
munity and to single themselves out from 
other types of banks and thrift institu- 
tions. 

The over-all program, budgeted at 
$234,000, is based on newspaper advertis- 
ing in 60-odd newspapers. Now under 
consideration are special radio programs 
over four stations in New York State. 
All radio commercials will elaborate on 
the newspaper advertising and will strive 
for strong sponsorship identification. A 
16mm. sound motion picture program, 
which has already reached over a million 
persons, supplements the basic co-operative 
advertising. 


Sd ° SJ 


Newsworthy Briefs 


The First National Bank of Scranton 
held its first informal dinner meeting of 
the 25-year club recently, when 79 of the 


235 persons employed in the banking | 


department were inducted into the club. 
The bank enjoys the distinction of being 
the largest bank in Pennsylvania outside 
of Philadelphia and Pittsburgh, with re- 
sources of over $100,000,000. 

The First National Bank of San Jose, 
California, only independent bank in the 
Santa Clara Valley, recently celebrated its 
75th anniversary. An anniversary brochure 
detailed highlights of the bank’s growth to 
a $37,500,000 institution. 

Fountain pen desk sets were presented 
to 234 officers and employees of The First 
National Bank in St. Louis, members of 
the “25-Year Club” at its first annual 
party. 

At a recent annual outing of the em- 
ployees of The Haverhill National Bank, 
Haverhill, Massachusetts, George E. Mc- 
Gregor, president, presented gold wrist 
watches to employees who had served the 
bank for 25 years or more. 

Stockholders of the Mercantile Home 
Bank & Trust Company, Kansas City, 
Missouri, voted to shorten the name of 
their financial institution to Mercantile 
Bank & Trust Company. 

The 142-year-old Farmers Bank of the 
State of Delaware, with branches in George- 
town, Dover, and Wilmington, announces 
payment of its 284th consecutive dividend, 
which it declares is a national record. The 
bank adds that its surplus and undivided 
profits now are more than 10 times its 
capital. 

The Bank of Asheville, Asheville, North 
Carolina, stressed its appliance financing 
facilities amidst the booths of local dealers 
and their manufacturers at a huge All 
Electric Appliance Exposition held re- 
cently. The following week the display 
was shown in the bank itself. 
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A Matter of Relationships 


The death of Regulation “W” has 
brought various degrees of relaxation to 
the credit field. 

Recently, in the matter of automobile 
installment credit, the Industrial Bank of 
Commerce, New York, announced that it 
was now extending time payment periods 
for buyers of new automobiles from 24 to 
36 months. It also stated that its auto- 
mobile financing plan required “no fixed 
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ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since 
its foundation 60 years ago. If you are inter- 
ested in doing business in Peru a letter addressed 


to us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


56 Branches Throughout the Country 


CAPITAL - $/.26,000,000.00 
SURPLUS - $/.41;207,828.47 


“Peru’s Oldest National Commercial Bank” 


























Prompt Handling of Canadian Items 
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With Canada just across the river from Detroit, 
Manufacturers National is ideally situated to 
handle your Canadian business promptly and 
effectively. 


Our network of correspondents covering 
Canada is another reason why banks in all 
parts of the United States route their Canadian 
items through this experienced bank. The 
Foreign Department of Manufacturers National 
Bank invites your inquiries concerning any of 
your Canadian transactions. 


MANUFACTURERS NATIONAL BANK 


OF DETROIT 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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down payment.” 

Walter E. Kolb, president of the Indus- 
trial Bank of Commerce, denied that their 
new policy was a drastic change from the 
old. 

“The terms of a deferred payment con- 
tract is entirely a matter for the bank and 
its individual customers to determine on 
the basis of their personal relationships,” 
Mr. Kolb stated, adding, “‘there is no more 
reason why an individual should be frozen 
into a rigid pattern of credit than there 
would be to squeeze the businessman into 
a standard inflexible formula.” 

The forgotten man. According to Syd 
J. Hughes, Industrial Bank of Commerce 


vice-president, the bank felt that a good 
many solid citizens whose credit was good 
for a variety of purposes from three to 


five years and.even longer, had been priced ~ 


out of the new automobile market by fixed 
down payments and high monthly amorti- 
zations. 

“It has been obvious to us for some 
time,” said Mr. Hughes, “that the man 
who makes $4,000 a year up has become 
the forgotten man, particularly in the 
white collar group, squeezed between in- 
come tax and an effort to maintain a rea- 
sonable facsimile of his former standard of 
living.” 

He added that the new policy on install- 








ASSETS — 
Cash in vault and on deposit wi 
etme BORG... 1... nse e ree th ss, 205,471.49 
Loans and discounts 
Crop—financing 
Be whe coats $2,442,085.36 
Other : 
discounts....... 979,911.06 
3,421 ,996,42 
Accrued loan interest and expenses 
a ES a EE 10,458.63 
Investment in capital stock of 
Banco Nacional de Cuba....... 20,700.00 
Customer's liability under letters of 
credit—per contra............ 43,300.00 
Furniture and fixtures—depreci- 
SE hil dsknssacbeise cs « 49,922.42 
Unamortized organization expenses 
($16,603.36) and other deferred 
a ee 34,469.93 
$8,786,318.89 
Gastén Godoy Agostini, 


President. 





BANCO DE LOS COLONOS 


MAIN OFFICE—AMARGURA 258-260—Havana, CUBA 
Balance Sheet at June 30, 1949 


LIABILITIES 

Deposits in current and savings 

enemas, 8. 32... PTE. $7,321,273.99 
Sundry creditors, including reserve 

PING cic acdc conn oo 91,830.69 
Unearned interest............... 15,900.87 
Letters of credit outstanding—per 

enh nnanieth drdidh sk vienn’s 43,300.00 


Capital (authorized, $2,000,000): 
S issued 


es 188 
outstanding. .... $1,039,940.00 
Undivided profits.... 59,073.34 


General reserve. .... 215,000.00 
1,314,013.34 
$8,786,318.89 


Julian Fernandez Demar, 
General Manager. 
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Direction NE 


When your business-vane points toward 


New England, you will find at this bank 
complete knowledge of markets and busi- 
ness conditions. The wide experience of 
this institution is especially valuable in 
handling difficult or unusual situations. 


“Outstanding Strength” for 113 Years 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 


Capita $10,000,000 Surptus $20,000,000 
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ments came from the experience acquired 
through two world wars and two depres- 
sions. 

 °¢ + 


Health Stressed 


The National Deposit Bank of Arnold, 
Pennsylvania, following a year-long expan- 
sion program, can go on record as being one 
of the most healthful institutions to work 
for in the State of Pennsylvania. 

Aside from over-all remodernization fea- 
tures, the bank has installed germicidal 
lamps in various departments, and reports 
that not one bank employee caught cold 
during the past winter. Sun lamps have 
also been placed at advantageous points in 
the various departments, automatically 
switching on and off throughout the day. 

For air purification purposes, Homozone 
machines are located in the bookkeeping 
department, ladies’ lounge and the direc- 
tor’s room. The ladies’ lounge is equipped 





Germicidal lamps, Homozone ma- 
chines, raise health standard 


with overstuffed chairs, lamps and reading 
material. Employees also have the use of 
a new model kitchen for lunch purposes, 
or for coffee during rest periods. 
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Desk Model Postage Meter 


Likely to be of interest to even the small- 
est banks is the new, hand-operated “‘D 
M” or desk model postage meter, developed 
by Pitney-Bowes, Incorporated, which 
provides the principal benefits of the 
metered mail system at minimum cost. 

The stamp is a regulation U. S. metered 
mail imprint, complete with dated post- 
mark, and the option of carrying the user’s 
own advertisement, trade-mark, or mono- 
gram. 

Major advantages of the baby postage 
meter include: the mechanical stamping 
and sealing of mail, the convenience of 
dialing any value of postage needed, the 
optional postmark advertising facility, the 
automatic and foolproof accounting of 
postage used and postage on hand in dol- 
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lars-and-cents registers, and the faster post 
office handling and dispatch of metered 
mail, which, in effect, is precanceled by 
the meter itself. Envelope sealing is ac- 
complished by a moistening mechanism 





Be your own postman 


built into the meter, and a detachable unit 
takes care of parcel post postage. 

Since the new machine prints and records 
postage, it is leased, not sold outright. 
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Bank Buildings 


Teaser lines in newspaper ads and radio 
commercials preceded the opening of The 
Federal National Bank’s new quarters in 
Shawnee, Oklahoma, the date of which was 
long kept secret. 

Two three-quarter page ads, two days 
before the opening, stressed “no interrup- 
tion of service” and announced that Open 
House would be held on the 25th of the 
month. 

Starting at nine o’clock in the morning 
on Open House day, a carnival spirit 
pervaded the downtown area, and crowds, 
already swarming the streets, drank pink 
lemonade from 50-gallon barrels. Before 
noon, a helicopter alighted in the street to 
deliver ““Opportunity Bonds” to the bank. 
The afternoon featured a display of old 
automobiles followed by a public square 
dance in the evening. Five thousand 
gardenias were flown in from California 
for the women guests as more than 16,000 
persons paraded through the bank during 
a period of 12 hours, and a total of 23,000 
during the week, out of a Shawnee popu- 
lation of about 30,000 citizens. 

Predominant in the modern bank lobby 
of the new building is the wood paneling 
in American black walnut. The rubber tile 
flooring is a distinctive block pattern and 
the pillars leading from the entranceway 
are in Italian marble. The clock hands and 
“new account” signs are of fluorescent 
plastic, and the illumination is a combina- 
tion of cold cathode and incandescent 
lighting. 

* 


Devoted exclusively to drive-in business, 
the drive-in office of the Bank of James- 
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How SPEED helped catch ““bugs’’ 
in the lacquer 


























Finai finish on pianos mysteriously going “sour.” Production halted. Lab needed 
X-ray diffraction camera to identify impurity. At 9 a.m., 10-lb. camera Air Express- 
ed from 1100 miles away, delivered by 4 P.M. same day. Cost, only $3.58. Company 
uses Air Express as routine method to get supplies fast, keep inventory low. 











That low $3.58 figure was total cost Scheduled Airlines carry Air tien 
for Air Express and included door-to- on every flight. Speeds up to 5 miles a 
door service. That makes the world’s minute! Direct by air to 1300 cities; 
fastest shipping method exceptionally air-rail for 22,000 off-airline offices. 
convenient, complete, and easy to use. Serves many foreign countries, too. 


FACTS on low Air Express rates 


— e a! a rints (4 lbs.) goes 800 miles for $1.54. 
epee Ibs.) go 600 miles for $3.87. 
very got ¢ business finds Air Express pays.) 


Only Air Express gives you all these advantages: Special pick-u 

and delivery at no extra cost. You get a receipt for ge shipment an 

delivery is proved by signature of consignee. One-carrier responsi- 
bility. Assured protection, too—valuation coverage up to $50 
without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 
Express Agency. And specify “‘Air Express delivery” on orders. 


ESS 


GETS THERE FIRST 















Rates include pick-up and delivery door 
to door in all principol towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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A study in marble and black walnut: Federal National Bank, 
Shawnee, Okla. 
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Functionalism vies with beauty at Coral Gables (Florida) Federal Savings and Loan Association and Equipment 
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Corporation of America 














Columbia Savings, Building and Loan Association, Union Savings Bank, St. Charles, Missouri 
Colorado Springs (Colo.) 
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Farmers and Merchants Bank, Forest (Miss.) Curved corner construction and buff-colored brick, Farmers National Bank, Oberlin, Kansas 


Some attractive new financial quarters illustrating modern exterior and interior design 
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**Residential’’ lobby and huge second floor assembly room mark new North Chattanooga Escalator features expansion, National Bank 
branch, Hamilton National Bank, Chattanooga of Commerce, Houston 
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Industrial State Bank of Kalamazoo, Michigan Curwensville State Bank, Curwensville, Pennsylvania 


From colonial residential styling to such modern touches as “‘saw-tooth” tellers’ cages and escalators 
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town, Jamestown, 
near the center of population, between the 
business and manufacturing sections of the 
city. 

The office serves as an extension of the 
paying and receiving departments, servic- 


New York, is located 





ing approximately 200 customers a day. 
Transactions include accepting of deposits, 
cashing checks, making change for com- 
mercial account customers and accepting 
deposits or withdrawals on interest ac- 
counts. Inclement weather tends to in- 
crease the activity of the drive-in. No 
record of customer accounts are main- 








SERVICE 
Maintaining an inti- 
mate, personalized 
correspondent serv- 
ice. 


POLICY 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 








EXPERIENCE 


Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 


WU 
The 
Public National 


Bank and Trust Company 
of New York 


Established 1908 
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ederal Deposit Insurance Corporation 
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tained since all bookkeeping is handled at 
the main office. Direct telephone lines 
connect the tellers with all departments of 
the bank. The number of customers 
served continues to grow and peak loads 
at the main office have lessened because of 
the additional facilities. 

The small but attractive building is of 
reddish-gray Ohio sandstone, with one 
entranceway. Three lane driveways ap- 
proach the windows on either side of the 
building. Protective devices include bullet- 
proof steel and glass in the tellers’ windows 
and burglar and holdup alarm systems. 
The lot is fully landscaped in keeping with 
the surrounding residential district. 
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Representative of progressive savings 
and loan associations throughout the 
country are the new quarters of the Coral 
Gables (Florida) Federal Savings and Loan 
Association. 

A greater part of the association’s build- 
ing is stucco, with a base course of cut 
stone. The gracefully recessed entrance is 
flanked on the right by attractive sand- 
stone blocks. 

In designing the interior, emphasis was 
placed on sound functional design as well 
as beauty, in an effort to promote customer 
comfort and operational efficiency. 

A thick brown beige carpet covers the 
entire floor. Counters are vertical grain 
walnut of sloping die front construction to 
provide ample leg room. The main en- 
trance is a heavy Herculite door with 
drapes covering the wide-vision plate glass 
above the door during off hours. 

Comfortable lounge chairs are scattered 








GEORGIA’S EXPANDING, SUH! 















FAST « 


DEPENDABLE « COOPERATIVE 


a 


POSTAL RECEIPTS UP 201x 
TELEPHONE INSTALLATIONS UP 257% 
BUILDING CONSTRUCTION UP 279x 


AIR EXPRESS TONNAGE UP 366x 


IN THE LAST 
TEN YEARS!!! 

















.. and the best way to obtain quick 
service and assure prompt advice and 
counsel on business problems in this 
rapidly expanding area, is through the 
excellent correspondent facilities of the 
Friendly Fulton. We invite your inquiry. 


“felon Naini, NATIONAL 
BANK, 
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about the lobby, lending a cordial, friendly 
air to the office. No less functional and 
attractive is the fluorescent strip lighting 
over banking fixtures supplemented by in- 
direct cove lighting and recessed dome 
illumination. 
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Fulfilling a 20-year dream, Columbia 
Savings, Building and Loan Association 
completely remodeled their street floor 
location on Pike Peak Avenue, Colorado 
Springs, Colorado. 

The outstanding attraction is the com- 
pletely new facade and entranceway con- 
structed of flat-ribbed aluminum and a 
large plate glass window giving an excellent 
view of the interior. The attractively 
decorated offices are furnished with bisque 
finish mahogany desks and tables, and 
leather pigskin chairs. 
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Celebrating its 79th anniversary, the 
Union Savings Bank of St. Charles, Mis- 
souri, moved into its new quarters recently, 
adjacent to its old location. 

The long, streamlined banking room is 
equipped with egg-crate designed fluores- 
cent lighting extending the full length of 
the ceiling in three parallel ribbons. A 
long, curved teller counter and service 
department is stationed along one side of 
the room. Acoustical ceiling was used 
throughout, the lower walls and fixtures 
are covered with natural oak, and the floor 
is of marflex. 
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The new $90,000 Farmers and Merchants 
Bank of Forest, Mississippi, boasts as large 
and modern an éstablishment as many 
banks in larger cities of the state. 

Semi-modern in architecture, the exterior 
of the building is a stone, brick and 
aluminum combination. The attractive 
entranceway is plate glass paneled with 
narrow aluminum frames. The open offices 
and private consultation room.are paneled 
in matched marble and walnut, and the 
modern teller cages are built for conven- 
ience, efficiency and service. 

The lower floor of the two story building 
is completely air conditioned and equipped 
with the latest in fluorescent lighting. 
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The new North Chattanooga branch of 
the Hamilton National Bank, Chattanooga, 
Tennessee, has a distinctive colonial treat- 
ment and homelike atmosphere appropriate 
to its area. 

The impressive structure is colonial in 
design within and without, beginning with 
the stone-carved profile of Alexander Ham- 
ilton in the elaborate facade above the 
entranceway. The lobby resembles a rich- 
carpeted colonial drawing room, with wall- 
to-wall carpeting, mahogany and leather- 
trimmed chairs grouped about a coffee 
table and an antique reproduction secre- 
tary of colonial design. 

The second floor is devoted entirely to 
an exceptionally large assembly room for 
bank meetings and gatherings, as well as 
civic use. Another feature is the curb serv- 
ice banking provided by a teller’s window 
on the north side of the bank facing a por- 
tion of the off-street parking lot. The 
corner occupied by the branch has what 
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the bank believes to be the highest traffic 
count in Tennessee. 

The bank is completely air conditioned, 
and has a radiant heating installation built 
into the floors. 
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New. quarters of the Farmers National 
Bank of Oberlin, Kansas, recently com- 
pleted, express the midwest bank’s own 
tastes and desires in modern bank construc- 
tion and design. The building is constructed 
of buff-colored brick, while projected lime- 
stone trimming forms an attractive en- 
trance. The curved corner construction 
lends a graceful touch to the solid one- 
story building. The bank quarters are 
completely air conditioned. 
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The mezzanine lobby of the National 
Bank of Commerce in the Gulf Building in 
Houston, Texas, will be far more accessible 
in the future. Escalators, the first to be 
used in any local banking institution, now 
run from the main banking room to the 
mezzanine for the accommodation of both 
customers and employees. 

Business expansion has made it neces- 
sary for the bank to take over the mezza- 
nine for executive offices, commercial and 
payroll tellers, the loan and discount de- 
partment, and the exchange and collection 
tellers. 

The new accommodations are part of 
the new 12-story addition to the Gulf 
Building. The first five floors of the older 
Gulf Building will continue to be used by 
the bank. In architectural design, both 
inside and out, the new addition to the 
37-story Gulf building is in harmony with 
the older structure. 
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With the introduction of electric eye 
controlled doors, “‘saw-tooth’” designed 
tellers’ cages, recessed lighting fixtures, and 
musical transcriptions throughout the 
working day, the Industrial State Bank of 
Kalamazoo, Michigan, has joined the 
select group of ultra-modern banks. 

Walnut wood paneling is combined with 
walls and ceilings in soft greens, ivories, 
and russet browns. Two special rooms, a 
quiet, deep-cushioned recreation room and 
a complete kitchenette have been installed 
for employee use. 


An outstanding departure is the direc- . 


tors’ room where the customary long table 
and straight high-back chairs have been 
replaced by a room of bright pastel and 
rubbed oak complete with upholstered 
furniture, occasional tables and shaded 
lamps of modern design. Sliding panels 
provide graphs and blackboards on one 
side of the room for visual presentations 
for directors as well as for staff instruction 
and conferences. 
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Following 25 years of business at its 
former location, the Curwensville State 
Bank, Curwensville, Pennsylvania, recently 
moved next door to a new and larger build- 
ing. 

The lobby of the new bank building has 
been finished in Linotile flooring, and 
modern drop-wicket teller windows have 
been installed with polished Tennessee 
marble fronts. Private offices have been 
built on both sides of the building. 
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ACCURACY 
TEED 
DURABILITY 


Model 100 Brandt Automatic Cashier 
—Pays any amount from Ic to 99c by 

ssing a single key. Coins de- 
Fivered to teller to pass to customers. 


Model 200 Brandt Automatic Cashier 
—Pays any amount in coins from Ic to 
99c by pressing one key. Coins de- 
livered directly to customers by means 
of a delivery chute and cup. 





BRANDT 


Cou Handling 
MACHINES 


Brandt Sorter and Counter—Sorts and 
counts coins by denomination several 
times as fast as by hand. 


Brandt Machines are designed 

to speedily and accurately solve 
every phase of coin handling. 
Mental calculations and errdérs 
are eliminated in spite of the great 
speed with which these machines 
operate! The dependability of 
Brandt Machines has meant better 
service at lower cost since way 
back in 1890. Write today... you 


will find out how you can benefit Siok Wintel, knee dive. Cole 
Counter and Packager—counts coins 
into bags or in set amounts for pack- 


P ing. This equipment also supplied 
machines ! band openated. 


with these time-tested coin handling 


BRANDT AUTOMATIC CASHIER CO. 
WATERTOWN WISCONSIN 








Some 





you 





We’ve built our bank and our reputation 
on our ability to do things— 
by knowing the way if there 
is one, by finding a way if it can be found. 
We’re not always successful—no one can be. 
But you can depend on this—we’ll do everything 
we can to give you the assistance you need. And in doing so, 
we won’t be hobbled by red tape or blinded ° ) 
by preconceived notions. 
That’s a promise. 


If your bank needs that kind of service, 
we'll be glad to give it to you. 


Toe (76 Gears Ranking yor BGuecnecs. 


THE PHILADELPHIA NATIONAL BANK 
Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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BUSINESS CO-OPERATION .. . a special division works with customers on their problems 


KEY TO UNUSUAL PROGRESS 





SPECHAL-SERVIGH BANKING 


A program that has lifted Central National out 


of the small neighborhood bank classification 


By 
J. ROSS HUMPHREYS 


President, Central National Bank in 
Chicago, Chicago 7, Illinois 


VER since our bank was opened 
in 1936 we have put particular 
emphasis on what we call “spe- 

cial-service banking.” It has repre- 
sented the difference in our case 
between operating a small, neighbor- 
hood bank and one with $58,000,000 
totals. 

We have had this program of special- 
service banking under continuous de- 
velopment, as a part of our regular 
commercial operation, for the past 
thirteen years. During that time, we 
have concentrated on providing special 
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view shows passageway to drive-in windows, parking 





WAYBILL PROGRAM ... part of close liaison 
with truckers 


service divisions and special services 
to meet the needs of the community 
and the groups of customers we serve. 
The program has been a profitable one 
for us and it may contain ideas for 
other banks. 


ACH of the special divisions and 

services came into being to meet a 
specific need. The fact that our bank 
is located in Chicago’s near west side 
with its hundreds of small merchants, 
its many small and some large manu- 
facturing plants, led to the organiza- 
tion of our business co-operation divi- 
sion, as a means of providing an in- 
the-field service for these customers. 
The fact that a large percentage of our 
customers are foreign born led to our 
foreign and travel division. The fact 
that the bank’s business developed 
rapidly and that even in its earlier 
days it handled a large, daily volume 
of items, led to the development of a 
special customer-co-operation function 
of our operating division to speed col- 
lections and to make deposits available 
as promptly as possible. 

Special services not involving special 
divisions followed a similar pattern. 
One of the first to be developed was a 
service arrangement for handling the 
business of Chicago currency ex- 
changes. Another group to which the 
bank turned its attention was the 
trucking companies. There are many 
in our area, due to some extent to the 
fact that Roosevelt Road and Halsted 
Street, where we are located, are main 
arteries. Besides servicing their ac- 
counts, the bank recently has de- 
veloped a new plan for clearing their 
interline waybills. We have also 
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provided special service for the shippers 
and wholesalers of the South Water 
Market, Chicago’s extensive and na- 
tionally-known, Mid-West produce ex- 
change. 

It seems to us, in recording these 
services, that the reader may want to 
keep in mind that our bank is one of 
some 60 neighborhood banks outside 
the Chicago Loop, serving the city in 
lieu of branches. We opened with 
initial deposits of $300,000, and with- 
out our special program might well 
have been one-third our present size 
today. 
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OPERATING SERVICE . . . special arrangements 


for accounts 


On March 31, 1947, fate intervened 
to give our program what at the time 
looked like a push backward but what 
today looks like a push ahead. In an 
early morning fire, the bank’s building 
was completely destroyed. We opened 
a few hours later, in rented quarters, 
while our records and currency were 
still in vaults too hot to handle. The 
full co-operation of customers, large 
and small, provided an interesting side- 
light on the success of our program. 

Today, we occupy new quarters, in 
buildings designed and built especially 
to meet the requirements of our regu- 


Management has been alert to develop new-business opportunities 


Left to right: C. O. Pitman, senior vice-president; A. J. Vogel, vice-president; 
J. H. Mueller, vice-president and comptroller; J. R. Humphreys 
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CURRENCY FACILITIES . . . custom designed 


for armored cars 


lar and special service banking. Ours 
is the first completely new bank build- 
ing constructed in Chicago in 20 years, 
and we feel that it is probably the 
most modern bank building in the 
world. 

The new quarters consist of two 
buildings, the bank building proper 
which contains two floors and a lower 
level, and the motor bank building 
which contains three floors. The build- 
ings are connected by overpass and 
underpass. 

Two of the special service banking 
divisions are located on the new, main 


banking floor, with its red Levanto 
marble columns and walls, its terrazzo 
floor, its concealed lighting and air 
conditioning. These are the business 
co-operation division and the foreign 
and travel division. They share first 
floor rights with commercial and sav- 
ings windows, customers’ lounge and 
telephone booths. 

Conveniently located at the left of 
the entrance, the business co-operation 
division has played an extremely im- 
portant part in developing the bank’s 
business. The officers making up the 
division are seasoned businessmen. 


TRAVEL ASSISTANCE .. . another special- 


service function 


Their individual experience covers 
such fields as general merchandising, 
manufacturing, textiles, the produce 
business and trucking. 

In their individual fields, it is their 
job to discuss current conditions, to 
serve as liaison officers between cus- 
tomers and the loaning division, to 
handle any complaints, and to assist 
in finding the answers to specific bank- 
ing problems for individual customers 
or groups of customers. Because time 
is an important factor in the dealings 
of many of their customers, such as in 
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Central National’s new quarters were expressly designed to meet special-service requirements 


View of the first floor lobby. An adjoining building at the rear houses a complete motor bank 


September, 1949 











Salt Lake City experiment 
in practical pedagogy 





Where 56 Bank Officers 
TEACH COLLEGE BANKING 


N the fall of 1947 the School of Busi- 

ness at the University of Utah 

decided to expand. It created a 
Department of Banking and Finance 
and placed it under the supervision of 
Dr. Roland Stucki. 

Dr. Stucki had never worked in a 
bank. In fact, he admitted that every 
month he had difficulty reconciling 
his own personal checkbook balance 
with the statement received from the 
bank. Unlike many pedagogues, how- 
ever, he is not visionary. On the con- 
trary, he is practical. 

It did not take him long to realize 
as he began instructing the large group 
of ex-G. I.’s enrolled in the school in 
1947 that many were not enthusiastic 
about some of the more theoretical 
phases of banking included in the 
textbook topics. He was aware of the 
fact that many of the G. I.’s were 
already husbands and fathers and that 
they were primarily interested in the 
actual problems they would encounter 
as they sought to earn their livings in 
the business and banking world. 

As. the class advanced and as Dr. 
Stucki appraised the situation, he 
gave considerable thought to the 
matter of the change that is continually 
taking place in banking. Many ideas 
that seemed established only a few 
years ago had already been replaced 
by new ideas. He recognized further 
the difficulty of obtaining an up-to-the- 
minute textbook or manual that would 
cover the various phases of present- 
day banking. 

At that point, an idea occurred to 
him. If he could interest a group of 
bank officers in providing a course in 
bank operation and practice, through 
a series of lectures, he would be using 
one stone to kill a lot of birds. He 
listed the advantages: 

1. The students would have the 
opportunity of learning current bank 
practices and methods from successful 
bank officers, hear the bank officers’ 
own personal experiences and their 
favorite “do’s and don’t’s.”’ 
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Cashier, Utah Savings and Trust 
Company, Salt Lake City, Utah 


2. A transcript of the lectures 
would serve as a textbook for the 
course. 

3. Such a course would establish 
better relations between the Univer- 
sity of Utah and the businessmen and 
bank officers of the community. 

4. The bank officers would have the 
opportunity of frank discussion with 
young men interested in banking as a 
career. 


The more the pedagogue thought 


about his idea the more practical it 
seemed, so he took it from bank to 
bank in Salt Lake City. It was re- 
ceived with favor in every instance. 
Many bank personnel officers told him 
the same story, that college graduates 
were generally not educated in the 
practical aspects of day-to-day bank- 
ing and that this lack of knowledge 
frequently operated as a handicap in 
their chances of success in obtaining 
employment. 

In recent years, on-the-job training 
has helped to bridge this gap, bank 
officers pointed out. They saw in the 
proposed course an opportunity to 
stress this fact to the students. Ulti- 
mately the idea was taken up by the 
Salt Lake City Clearing House Associ- 


A lecture on trusts by Trust Officer W. J. Fitzpatrick 
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The University of Utah is the scene of the course 


ation and by the Trust Division of the 
Utah Bankers Association. Both 
pledged their support. 

The result was a new type of bank- 
ing course at the University of Utah 
for the 1948-49 school year. It was 
unique in that it had 56 different 
instructors. All of them were promi- 
nent bank officers or specialists in re- 
lated fields. All together they gave 
91 lectures. In some instances the 
same man spoke twice, but no one was 
called upon more than four times. The 


**Faculty”’ 


time allotted for’each lecture was 
50 minutes. 

Spokesman for the Trust Officers 
Association and an active participant 
in the program was William J. Fitz- 
patrick, trust officer, Walker Bank & 
Trust Company, who pledged his sup- 
port to the class and agreed to under- 
write its success as far as trust officers 
were concerned. He prepared a very 
comprehensive outline of all of the 
19 lectures on trusts. 

The Clearing House Association 


turned the over-all job of outlining the 
course over to the local education 
committee of the American Institute 
of Banking. Members of this com- 
mittee were: Grant G. Bryan, cashier, 
Utah Savings and Trust Company, 
chairman; J. N. Pike, assistant vice- 
president, First Security Bank of 
Utah; Harold J. Kemp, manager, 
property management department, 
Walker Bank & Trust Company; 
H. Victor White, savings teller, Tracy- 
Collins Trust Company; and Robert 
S. Hayes, secretary, Salt Lake City 
Clearing House. Association. 

The committee decided to outline 
as complete a course as possible so 
that if the Clearing House Association 
decided not to sponsor such a course 
in the future, suitable material would 
be available for classes and if the 
association did decide to continue the 
lecture program a well established out- 
line would be available. 

The course began with a lecture on 
“Why have a bank?’ followed by 
others on the requirements and proce- 
dure of opening a bank, the sources 
from which deposits come, what the 
bank does with the money, the matter 
of reserves, and of investments and 
loans. 

Investments were broken down into 
18 lectures. Each division of the 
subject was handled by an officer who, 
in daily practice, was handling the 
type of work under discussion. While 
the thought was to approach invest- 
ments from a bank standpoint, it was 
recognized that the bank officer must 
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of bank officers and financial specialists who gave a total of 91 lectures 
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Steps to improve what follows when you say: 
“Take a letter, Miss Brown...°° 





bank Programs tor 





ANK officers have long realized 

that what follows the simple 

request: “Take a letter, Miss 
Brown ...,” can be a very influential 
factor in the bank’s business and in 
their personal careers. 

Letters can be of great importance 
in helping or hindering the sale of bank 
services, in losing or retaining friends 
through the handling of complaints 
and in the over-all job of building good 
will. Recognizing this, many banks 
have instituted programs for improving 
their correspondence and other written 
material, many of which are covered 
in this article. 

Early in 1946, the Land Title Bank 
and Trust Company, Philadelphia, 
employed Richard H. Morris of 
Richard H. Morris Associates, of New 
York, to help the trust company train 
its correspondents to write clearer, 
friendlier, more effective letters, speed 


By 
DONALD C. ZUEHLSDORFF 


Editorial Staff 
Burroughs Clearing House 


the handling of daily mail, and reduce 
correspondence costs through brevity 
and uniformity. The company’s form 
letters were revised and new manuals 
were prepared containing new form 
letters and helpful suggestions in letter 
writing for the staff. Clinic meetings 
were held monthly, when problems in 
letter writing were presented to staff 
members responsible for correspond- 
ence, and to their secretaries and 
stenographers. 

Mr. Morris reviewed and rated a 
cross section of carbon copies of letters 
written by the staff. In stressing the 
importance of acceptable letter writing 


BETTER CORRESPONDENCE 


in banks, he had this to say: “Most 
every letter that goes out of your office 
has money-making or money losing 
possibilities. If friendly and gracious, 
it can support the money you are 
spending on advertising and promo- 
tion. If undiplomatic, demanding or 
curt, it can result in lost business and 
undermine your entire public relations 
program.” 

At the end of a year’s time, the Land 
Title Bank and Trust Company was 
more than satisfied with the job done. 
Outgoing letters were briefer, clearer, 
friendlier and more cordial of tone, 
and there was a definite improvement 
in the company’s form letters. 

Before discussing the programs of 
other banks, let us review a letter- 
rating test later outlined by Mr. Morris 
in an address before the New York 
Financial Advertisers Association. He 
suggested that carbon copies of the 


Samples of manuals used by banks to raise the standard of their outgoing mail 
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First National Bank of Boston includes operating officers in its writing instruction program 


daily run of letters in the individual 
bank be saved for several days. The 
letters could then be rated in this 
manner: 

1. Does each letter look neat and 
easy to read? Is it faultlessly typed, 
well spaced with wide margins, and 
free of noticeable erasures and errors? 
Does it contain long, involved looking 
paragraphs or too many short choppy 
ones? 

2. Is the opening paragraph perti- 


nent and interesting? Does it refrain 
from “‘acknowledging”’ and “advising,” 
stating the obvious? 

3. Is it clear and concise, not clut- 
tered up with stereotyped words and 
phrases, unimportant details and tire- 
some repetitions? 

4. Has it kept the reader’s point of 
view, written in terms of “you” 
and “‘we’’? Or does it sound officious, 
affected or demanding? 

5. Has it told the reader what he 


Books to aid those seeking bank correspondence improvement 
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would want to know by answering all 
questions, asked or implied, fully and 
completely? Or does it sound evasive 
or contain insincere alibis? 

6. Is the close forceful yet friendly? 
Will it leave a good impression of your 
company so that the reader will react 
favorably to the message? 

Many banks have utilized plans 
similar to the Land Title Bank and 
Trust Company’s in generally improv- 
ing bank letter writing. They have 
recognized the fact that training should 
not be limited to secretaries and 
stenographers in obtaining correspond- 
ence efficiency. 

Few banks or concerns supervise 
their outgoing mail. Badly written 
letters can do irrevocable damage to a 
bank’s good will and prestige. And 
aside from the losses in public rela- 
tions, it comes as somewhat of a shock 
to bank officers when they are told 
that the average letter costs them 
between 65 and 75 cents. 

High on the list in the administra- 
tion of successful business letter writ- 
ing courses is The First National Bank 
of Boston. Business writing training 
here began in the early 1920’s and 
regular classes were held with a profes- 
sional teacher. In 1928, another serv- 
ice was engaged to conduct classes and 
prepare a manual for correspondents. 

Both courses made the bank’s corre- 
spondents aware of the importance. of 
clear, courteous, and unhackneyed 
language and style, resulting in rea- 
sonably good standards during the 
next several years. A “Correspond- 
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How a group of banks 


are learning what 


“par” is, and how this information 
helps to eliminate weak spots 


MEASURING. ERFICHEMCY 
In Bank Operations 


LL business is looking for ways to 
tighten efficiency these days, and 
banking is no exception. 

There is small need to dwell on the 
compelling reasons, so familiar to 
bank management. A listing is enough. 
On the income side: declining loan 
volume, a resumption of rate shading, 
a halt to automatic deposit growth 
and profits from sales of securities, a 
practical limit to service charge adjust- 
ments. The expense ledger contains 
such items as higher salary and other 
operating costs, plus competitive pres- 
sure for a boost in savings interest, 
and in the offing there is the over- 
_ hanging threat of mounting losses from 
cyclical trends. 

It has seemed to us that the only 
really satisfactory solution to the 
problem of maintaining or widening 
the gap between net earnings and 
expense lies in increasing the efficiency 
and productivity of our personnel. 

A promising step in this direction 
has been taken by the Pioneer Bank, 
through a simplified plan of measuring 
internal efficiency. First applied with- 
in our own institution, the program 
proved so efficacious that it has now 
been extended to other members of 
the Consumer Bankers Association, 
with the added benefit of providing a 
yardstick for comparing our operations 
with those of other banks throughout 
the country. 

Word of this Efficiency Audit pro- 
gram has apparently traveled along 
the Main Streets and La Salle Streets, 
for we have been receiving a growing 
number of requests from banks of 
varying sizes for further details. Hence 
this attempt to provide the desired 
information in article form, for what- 
ever value it may have for banking 
generally. 

The program had its genesis at the 
Pioneer Bank a little over two years 
ago. We were operating profitably, 
but it was noticeable that as activity 
volume rose staff expansion at least 
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GEORGE M. CLARK 


President, Pioneer Bank, Chattanooga I, 
Tennessee, and president, Consumer 
Bankers Association 


kept pace. Finally, on about Septem- 
ber 1, 1947, we woke up to the fact 
that several functions of the bank were 
overstaffed when the number of units 
of work produced at that time were 
compared with the number of units 
produced during a former period. We 
began a series of comparisons of pro- 
duction that were wholly related to 
our institution alone. 





The self-analysis was so helpful that 
we were prompted to initiate a com- 
parison of our operations with those 
of the Bank of Georgia, Atlanta, and 
the Tennessee Valley Bank of Knox- 
ville, inasmuch as all three banks were 
of approximately the same size and did 
a similar diversified business. Our 
first effort in comparing operations was 
limited to allocation of employees’ 
time between loan functions and de- 
posit functions, with the latter sub- 
divided between savings and checking. 
The facts uncovered were so intriguing 


. as to interest representatives of all 


three banks in a more detailed analy- 
sis, broken down as to departments. 


Spread sheet for hypothetical bank. Key to the Efficiency Audit of the 
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At the Pioneer Bank, Earl J..Platt, vice-president and cashier, Comp- 
troller E. B. Shadden, and President George M. Clark review cost figures 


They ‘“‘pioneered”’ in developing the Efficiency Audit plan 


In our step by step development of 
a technique for measuring operating 
efficiency without the complexities, 
multitudinous details, and substantial 
expense involved in many cost analy- 
sis surveys, the experience of the three 
banks suggested the application of the 
program on a national basis as a major 


project of the Consumer Bankers 
Association. Twenty-four banks co- 
operated in the initial survey, based 
on operations during April, May and 
June of last year, and results were 
available at the annual convention in 
the fall. -A second Efficiency Audit 
was made in April and May of this 


year, with reports of 16 additional 
banks already received; results are not 
yet fully compiled. 

We have purposely kept the “‘audit” 
simple, so that the reports would not 
require the services of an experienced 
accountant, yet would enable us to 
measure personnel efficiency and salary 
costs to a practical degree of dependa- 
bility. The analysis involves distribut- 
ing the estimated time of each em- 
ployee over the various departmental 
acquisition and service functions on a 
percentage basis, and the proportion- 
ate allocation of salary expense on a 
dollar basis. Our comptroller, E. B. 
Shadden, prepared the latest report 
covering a two-month period in about 
two and one-half days. An example 
of the spread sheet used in connection 
with the distribution is reproduced on 
these pages. With this information, 
and a count of the departmental or 
functional work units produced, it is 
an elementary matter to obtain the 
direct salary costs involved in handling 
each work unit. The whole key, of 
course, is the accuracy with which the 
time of everyone on the bank’s payroll 
is distributed among ‘their respective 
functions and responsibilities. Both 
employees and department heads are 
consulted in the compilation of the 
estimates, and the latter are quick to 
challenge any time charges to their 
departments which they consider out 
of line. The basic requirements are 
merely sufficient common sense, alert- 
ness and care. In discussing this with 


Consumer Bankers Association is the ascertaining of unit costs, followed by comparisons of efficiency 
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PER EMPLOYEE 


NUMBER OF 
LOANS MADE 





Tale 
of Two Banks 


A startling contrast in comparative costs, disclosed by the first 

Efficiency Audit of the Consumer Bankers Association. One bank’s ‘ 

cost for each consumer loan made was more than four times that of 

another, despite a similarity in the size, location and salary scale of 

the two institutions. This and other CBA analyses indicate that pro- 

duction per employee, rather than salary levels or other factors, is 
the key in determining unit costs 
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If all 24 banks in the first Audit were as efficient as the upper 
quarter, annual savings of $2,825,836 could be anticipated 


other bankers I have said: “It is a 
sad commentary if employees don’t 
know what they are doing, and dis- 
tinctly regrettable if management 
can’t find out.” 

During the course of our studies of 
salary costs, it was observed that other 
pure operating expenses (excluding 
Federal income taxes, losses, reserves 
and savings interest) maintained a 
reasonably constant ratio to salaries 
over periods of varying employment. 
Thus a reduction in work force would 
be reflected in a lower cost of supplies, 
etc., to approximately the same de- 
gree. This was borne out in the figures 
of the 24 banks participating in last 
year’s survey. On the average, other 
pure operating expenses amounted to 
about 93 per cent of direct salary 
costs, and this percentage showed little 
variation from the top ranking to the 
lower ranking banks in the efficiency 
scale, or among large and small banks. 
Using 93.2 per cent of direct salary 
costs as an approximation for other 
pure operating expenses, it becomes 
an easy step to produce estimates of 
total operating costs for each work 
unit. 

Each participating bank in the 
Efficiency Audit program prepares a 
spread sheet similar to that on pages 
30-31, and a report is compiled at the 
association headquarters showing the 
rankings as to salary costs and indi- 
cated efficiency for each function. It 
is now possible for a member bank to 
compare its relative efficiency in the 
acquiring and handling of deposits, 
loans and other customer services. It 
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now has some idea of what “par” is 
for various departments. The econ- 
omist who said, “Where there is no 
measure of efficiency there is no 
efficiency,” was, in my opinion, making 
a true statement. 

The possibilities of such a program 
are apparent from a study of the 
initial 24-bank operating audit. As- 
suming that each of the 24 institutions 
could attain the average efficiency of 
the upper quartile, or upper 25 per 
cent, total monthly savings of $121,887 
in salary cost would be realized, or 
$1,462,648 a year. This is equivalent 
to an average savings per bank of 
$5,078 a month or $61,027 a year. 
With other pure operating expenses 
bearing a reasonably constant relation- 
ship averaging 93.2 per cent of salaries, 
if personnel production could be in- 
creased to effect an annual reduction 
of $1,452,648 in salary costs, additional 
operating economies ,amounting to 
$1,363,187 could be anticipated, or a 
grand total of savings of $2,825,836. 

The exchange of intimate operating 
data for purposes of comparison has 
been facilitated by the non-competi- 
tive policy of the Consumer Bankers 
Association, in limiting membership 
to only one bank in a community. 
Discovery of operating weak spots 
has set participating banks to work 
analyzing their procedures, surveying 
their personnel, and checking with 
top ranking institutions as to their 
methods. 

Some startling contrasts in efficiency 
were disclosed through the first com- 
parative audit. One bank found to its 





amazement that it was apparently 
costing 25 cents more per item to 
handle savings accounts as compared 
with the top ranking bank, or a total 
additional cost of $740.16 a month. 
Investigation failed to reveal any mis- 


take in the cost analysis. instead, it 
brought to light a lack of close super- 
vision, and a situation in which em- 
ployees at the savings windows were 
idle a large share of the time. 

An analysis of the consumer loan 
departments of two other banks, illus- 
trated in the chart headed “A Tale of 
Two Banks” on this page, shows an- 
other surprising disparity in results. 
The two banks are of similar size, 
operate in the same geographical area 
and are subjected to more or less the 
same operating problems. Yet the 
Efficiency Audit disclosed that their 
unit costs varied greatly. Thus the 
chart reveals that Bank B had a salary 
cost of $4.11 in the acquisition of con- 
sumer loans for each $1.00 of similar 
salary cost in Bank A. With both 
banks having approximately the same 
salary scale, it will be noted that the 
differential in costs was almost entirely 
occasioned by the difference in indi- 
vidual production. For each 100 loans 
handled by the average employee in 
Bank A, only 26 loans were handled 
by the average employee in Bank B. 


E found that while our bank 

ranked sixth in the average of com- 
parative standings last year in some 
24 different measurements, our cost in 
servicing savings accounts was the 
median of the upper 50 per cent and 
three cents higher for each posting 
item than the median of the upper 
quartile. Our servicing costs on check- 
ing accounts were just one place above 
the median of the upper half, and four- 
tenths of a cent higher per posting 
entry than the median for the upper 
quartile. Information of this sort, 
indicating that there were some banks 
that were more efficient than ours, 
stripped us of any complacency re- 
garding our operations and put us on 
our mettle to effect improvements. 

After the figures for the 24-bank 
survey became available, a question- 
naire was sent to the banks ranking 
at the top in efficiency in each func- 
tion, requesting information on the 
procedures and other factors responsi- 
ble. Insofar as we hoped to find some 
new secrets or revolutionary prac- 
tices, enabling us to provide the answer 
to top efficiency with a grand flourish, 
we were doomed to disappointment. 
Personal visits to two high-ranking 
banks also failed to reveal any mira- 
cles. 

The indication is that the “secret” 
of efficiency, if it can be termed that, 
lies within the realm of personnel. 
Studies by the Association to deter- 

See MEASURING EFFICIENCY—Page 62 
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As Winehy Ferret stimulates 


MR. CLUTCHBILLS 


hold Hunt 


ATLESS and with small wrin- 
kled face twisted with alarm, 
Ferdinand Spooner, selectman 

and grocer, dodged among the cars on 
Main Street, scrambled over the curb, 
entered a door and pounded his fist 
on the ledge of the first wicket in the 
Ferndale National Bank. 

*“Has some one come in here with a 
gold dollar?” he yelled in a voice filled 
with war. 

Cashier John Atwood tried to swal- 
low, let his neck back into his collar 
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By 
FRED COPELAND 


and tried again. “Why, Ferdy, yes, 


Cs witcns 
“T want it... instantly!’ howled 
Ferdy. 


Director Clutchbill slung down a 
newspaper, took four fast strides to the 
front office door and yanked it open. 
“Don’t beller so. Any one would 








‘“‘Has someone come in here with a gold dollar?”’ 
Mr. Spooner yelled in a voice filled with war 


think you’d been stabbed.” 

“T have! Some cuss has pinched my 
Lincoln gold dollar right out of the 
store.” Ferdy spaced his words one 
at a time as he stamped into the front 
office. 

John had now got all his flues open. 
“I took in a gold dollar from a stranger 
not more’n a half hour ago. It’s right 
in the cash tray.” 

“Then get it,” ordered Ferdy. “It’s 
mine, it’s stolen property. It’s the 
gold dollar willed to my wife from her 
grandfather. He was a _ telegraph 
operator in Washington during the 
Civil War. It was presented to him 
by Abraham Lincoln. I’ve had it on 
display, glued to the glass inside the 
spice cabinet beside the store door. 
I stuck her up there because this year 
is the anniversary of the discovery of 
gold in California . . . my dollar was 
minted in 1849. And what’s more, my - 
wife has got to have it this noon to 
show to the Woman’s Club whilst she’s 
making a talk on California. The 
very first thing this morning I opened 
the cabinet and laid down a screw 
driver to pry off the coin. Some cus- 
tomers came in and it was two hours 
before I thought of it again. The gold 
dollar was there this morning .. . it 
ain’t now!” 

See MR. CLUTCHBILL—Page 63 
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“We've just opened 19 offices in Philadelphia !”’ 


It’s the head of one of our Correspondent Banks 
speaking. And he’s right! Correspondents of The 
Pennsylvania Company do, in effect, have 19 
branches in Philadelphia. 


Our 19 offices cover every part of the city and 
its suburbs. All their facilities are at the disposal 
of Correspondent Banks and their customers. That 
means better, quicker service for the Philadelphia 


19 OFFICES 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM ° 





phase of your bank’s business, once you join our 
Correspondent Bank “family.” 


Your check collections will speed up, too, for 
we are one of the nation’s largest users of Air Mail 
for this purpose; our Transit Department oper- 
ates 24 hours a day. Drop us a line and we’ll tell 
you about the many ways we can help you and 
your bank. 


THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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WASHINGTON VIEWPOINT 








Home Finance Bill 


Despite opposition from organized 
banking, the $4,500,000,000 Sparkman- 
Spence home finance bill containing 
provisions for direct government fi- 
nancing appeared to be working its 
way through the lawmaking process 
to enactment. Termed a “middle 
income”’ bill, it would supplement the 
public housing measure passed earlier 
this summer. 

A leading role in drafting the new 
home finance bill has been taken by 
Senator John J. Sparkman, Democrat 
of Alabama. In six broad titles the 
pending legislation embodies numer- 
ous liberal features from other pro- 
posed housing bills, plus some new 
features all its own. 

Banking opposition has _ particu- 
larly focused on Title III of the legis- 
lation (Senate Bill 2246 and House 
Bill 5631) which provides for the direct 
government financing of co-operative 
housing, and Section 401 of Title IV 
providing for direct home loans for 
veterans when they are unable to 
obtain loans from private lenders at 
4 per cent interest. 

Presenting the A. B. A. viewpoint, 
President Evans Woollen, Jr., stated: 
““‘We believe that the making of. direct 
loans, except in times of war or ex- 
treme economic emergency, is not a 
proper function of government. Such 
a governmental activity is not con- 
sistent with the American concept of a 
system of free enterprise, and such 
activity threatens to lead step by step 
to a complete socialization of credit.” 

A caution against proposals for the 
liberalization of FHA loans in the 
$6,000 class, as included in the bill, 
was advanced by William A. Reckman, 
chairman of the A. B. A. legislative 
subcommittee on mortgage financing 
and urban housing. He pointed out 
that the size of loan and insurance 
provisions were liberalized only a year 
ago, and recommended that. these 
terms should be given an adequate 
trial. Mr. Reckman also termed un- 
wise the proposals for 30-year loans 
on small homes in “‘fringe areas” lack- 
ing utilities, and expressed doubt 
whether such loans would be attractive 
to lenders. He opposed the contem- 
plated three-year extension of Title I, 
recommending a limit of two years to 
the extension to provide opportunity 
for Congressional review. 

Mr. Reckman likewise criticized 
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Section 109 authorizing the FHA 
Administrator to issue rules or regula- 
tions under which monthly payments 
by borrowers could be deferred for a 
period of time, as much as three years. 
He counseled against the repeal of 


Section 505(a) providing for a com- 
bination of G. I. and FHA loans, 
stating that these had proved useful 
to thousands of veterans despite the 
somewhat higher rate. 

The United States and National 
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As a Top Executive... What's Your Main Job? 






Your main job is to direct the efforts 
of your Lieutenants—and that means 
plenty of meetings. The “Y and E”’ 
Conference Desk is IDEAL for men like 
you for three reasons: 1. It gives you an 
efficient, handsome desk when you work 
alone; 2. When your men gather for a 
conference or advice, they can pull up to 
your desk and get down to brass tacks in 
comfort; 3. The top is extra large so that 





BLUEPRINT FOR SAVING 











Style-Master Steel Conference Desk 
illustrated. Top: 78” x 39” (9” over- 
hang at front and both ends) Height: 
29”, adjustable to 30%” Other Style- 
MasterSteel Equipment shown insketch. 


you can spread out your problems where 
all your men can see. 

With the “Y and E”’ Conference Desk 
you will save time every day. You can 
do your main job and the hundred extra 
jobs you have—without moving from 
your chair. It’s ideal too behind your 


present desk for a large top work area 
and additional file space for papers that 
you want handy. 


Consult your classi- 
fied telephone direc- 
tory for your nearest 
“Y & E” representa- 
tive, or write us direct. 


1044 JAY STREET « ROCHESTER 3, N. Y., U. S. A. 
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Savings and Loan Leagues and the 
National Association of Mutual Sav- 
ings Banks testified to the adequacy 
of the existing home finance facilities. 
Even indirect official opposition came 
from Raymond M. Foley, Housing 
and Home Finance Administrator, who 
told the Congressional committees 
that only the first two titles of the bill 
were “in accord with the President’s 
program.” 

However, when the Senate Banking 
Committee finished its work on the 
bill, it was even more heavily laden 
with government credit provisions 
than when it was first introduced. 


The House Banking Committee, more- 
over, was well on its way toward 
finishing a similar job. 

There was-urgency for some action, 
since previous extensions of Title I 
and Section 203 were good until 
September 1 only. 


° Sf ° 


Unloosing Reserves 


By further reducing required mem- 
ber bank reserves, the Federal Reserve 
Board released approximately $1,800,- 
000,000 of tied-up funds. This money 
was expected to flow in two directions. 











Sinee 1857 


HELPFUL CORRESPONDENT SERVICE 
In Kt. Louis 





Whatever your correspondent require- 


ments, from Transit to Trust, you'll 


find competent, experienced, specialized 


service at Mercantile-Commerce. 


That’s why so many hundreds of banks 


have designated Mercantile-Commerce 


their correspondent in the key city of 


St. Louis ... since 1857. 


Bank and 
ST. LOUIS 1 


MEMBER FEDERAL DEPOSIT 





Trust Company 
MISSOURI 


INSURANCE CORPORATION 
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Some of it, would go into bank loans, 
while another portion would become 
buyer-money in the market for short- 
term Government securities. 

Both of these pipelines of credit 
were considered sluggish and in need 
of a jet of fluid money. 

A poll of more than 1,000 bankers 
by WASHINGTON BANKTRENDS, 
a weekly banking newsletter, estab- 
lished an expectation by bankers gener- 
ally that loans would continue to slide 
off, perhaps for six months and proba- 
bly for three. There were supporting 
opinions by leading economists that 
the downswing in loans could be partly 
arrested by reserve action, so that 
loaned-up banks could again receive 
credit proposals. 

Unloosing reserves was also con- 
sistent with the resumption of deficit 
financing. There appeared indications 
that the Treasury would begin to 
accept weekly bill bids to the tune of 
$1 billion. This would mean $100,000,- 
000 or $200,000,000 more than the roll- 
over. It would be logical for the 
Federal Reserve to open up banks’ 
reserves for the funding of the weekly 
deficit needs of the Treasury. 

A sidelight-on the shrinkage of yield 
rates of short-term Treasury securities 
is the fact that many corporations are 
taking increased holdings of tax- 
savings notes. 


« ¢ « 


Farm Legislation 


A series of modifications and revi- 
sions of the agricultural income-sup- 
port plan of the Secretary of Agricul- 
ture was necessary before there dawned 
any hope that Congress would accept 
any part of it. Even though Secretary 
Charles F. Brannan held steadfastly 
to the original plan, with Presidential 
backing —throughout House hearings, 
he found that he had to bargain by the 
time the Senate Agriculture Commit- 
tee got around to considering the plan. 

As the August deliberations wore on, 
it seemed more appropriate to label 
the farm-aid measure the “Brannan- 
Anderson-Gote-Aiken-Steagall Bill.” 

More than politics appeared to 
motivate the Senate and House agri- 
culture leaders who opposed experi- 
mentation with new  price-support 
ideas at this particular juncture. The 
most impressive fact confronting them 
was the excellent weather in the Corn 
Belt, with its consequent upward 
effect on crop estimates. 

Moreover, the Agriculture Depart- 
ment itself was sorely pressed to pro- 
vide storage for the crop. Its efforts 
to persuade farmers to erect their own 
storage facilities on one hand would be 
impaired if the Department with its 
other hand tinkered with the price 
supports. Therein lay the reasoning 
for a hasty revision of the Aiken Law, 
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WIDOW IMPROVES FARM 
THROUGH CHRISTMAS CLUB 


Writes Mrs. Susan C. Fowler, 
Louisville, Kentucky: ““My husband 
died leaving me with four young 
children, a home, an unproduc- 
tive tenant farm and little else. | 
had to go to work. Christmas Club 
not only helped us tq recapture 
the true spirit of Christmas, it aid- 
ed in the character and business 
training of the children and set a 
pattern for family cooperation. 
On advice from the bank, we bor- 
rowed unhesitatingly for more ex- 
tensive farm improvements and 
other sound investment purposes.” 


DISPLAY THIS ORIGINAL 
CHRISTMAS CLUB EMBLEM 





BUILDS SAVINGS 


September, 1949 


ACCUMULATES ESTATE 
THROUGH CHRISTMAS CLUB 


Writes P. W. Dickens, Los Angeles, 
California: ‘The little line of hap- 
py folks before the Christmas 
Club window fascinated me.. | 
had never saved a nickel. At the 
end of the year when I received 
my check. . .. | not only had a 
new Christmas Club account, but 
a new pass book as well. . . . My 
acquaintance with bank officers 
grew and as a result of their 
friendly advice, | bought a few 
shares of recommended stock and 
soon | was depositing dividend 
checks. . . . In time | was able 
to buy my own home.” 





















CHRISTMAS CLUB SAVED 
HUSBAND’S BUSINESS 


Writes Mrs. Consuelo G. Messer, 
Union, N. J.: “My husband's busi- 
ness came to an abrupt standstill. 
. . . New machinery for new en- 
deavors was the only answer... . 
In desperation | presented him 
with my accumulated “Christmas 
Club” savings, which amounted 
to well over $7,000.00. . . . New 
machinery certainly meant real 
business . . . renewed security for 
our little family... . We'll always 
be indebted to the Christmas 
Club, for it not only showed us 
how to save, but saved us from a 
mighty close shave.” 


HEADQUARTERS FOR MEMBERS OF 
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BUILDS CHARACTER + BUILDS BUSINESS FOR BANKS 


PEOPLE PAY 
DIVIDENDS IN 
HUMAN RELATIONS 


@ The people pictured here, and thousands like 
them, are the best investment in public relations 
that‘a bank can have. These people know their 
bankers as friends in time of need . . . as partners 
in hopeful endeavor . . . as symbols of free enter- 
prise and the democratic way of doing business. 


@ These are the people who told their stories in the 
Christmas Club’s Herbert F. Rawll Memorial 
Awards Competition. These are the people 
whose savings have become the cornerstone of 
individual opportunity and security. They are 
Christmas Club members . . . your customers. 


® Christmas Club has brought thrift-conscious 
Americans to your bank so that you could give 
them sympathetic advice and an understanding 
of banking functions. Through your help, many 
people have opened the portals to permanent 
financial security. 


® Christmas Club is an inspirational, activating 
force geared to the financial level of the people. 
Through its human relations program, Christmas 
Club is constantly building good public relations 
for banks from coast to coast— Banks that have 
Christmas Club are Banks that grow. 


CHRISTMAS-CLUB 


a corporation 


FOUNDED BY HERBERT F. RAWLL 
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37 

















uch faster. foes 
use t 
the machines Levey ebro l 


“We are hte handle ow“ ee amet m 
ilers and other employees ne Ng 95 
speed up balancing at the en 


ell pleased. na 
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sig 
“Situated in summer resort area . . . Burroughs Commercial 
Teller’s Machines permit our tellers to handle increased 
volume during summer months with little difficulty.” 

First National Bank, Lake George, New York 


“Our gw Teller’s Machines have proved entirely 
satisfactory. 


hey have done everything for us that we 


expected of them at the time of their purchase.” 
First National Bank, Madison, Indiana 


ds 





“Greatly s 


, peeded up our service . . . acce 
factorily 


ted i 
by both tellers and public,” pted very satis 
Beaver Dam Deposit Bank, Beaver Dam, Kentuc. hy 


“Our customers like the system .. . tellers find the machines 
speed up their work at the windows very substantially.” 
Hudson River Trust Company, Hudson, New York 
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ell received by customers. Provides r 
and legible . . . eliminates errors.” 


Valley State Bank, South Salt Lake, Utab 


eceipt that is neat 




















« | excellent results. Pleased with saving of time both to 


loyees. 
customers and to bank employe 
The Dale State Bank, Dale, Indiana 








*. . would not have been able to handle past summer’s 
peak load without them. Speed up window operations... 
cut balancing time to minimum.” 


The First National Bank of Cairo, Cairo, New York 








“Advantages most noticeable are reduction in stationery 
costs ... depositor appreciation of neat, accurate receipts 
... time saved in completing work.” 


Farmers State Bank of Newport, Newport, Washington 
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“Installation ...has give dditi . 
tors, tellers and bank. Sle an Protection to deposi- 


a handling deposits, balancing me Otay 4 operations 
Bath National Bank, Bath, Maine 


BURROUGHS 
COMMERCIAL 
-TELLER’S 
MACHINES 


Small banks in all parts of the country are using 
Burroughs Commercial Teller’s Machines to 
speed and simplify teller operations . . . give 
faster window service... win customer goodwill. 
Get complete information on this modern tool 
for tellers—call your local Burroughs representa- 


tive today. 


Burroughs 
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4 Timely Books 
for 


Busy Executives 


Montgomery’s AUDITING 


Robert H. Montgomery, Norman 
J. Lenhart, Alvin R. Jennings 
NEW SEVENTH EDITION of this famous book explains 
how to analyze and interpret the balance sheet—in- 
come statement—special financial reports. Offers 
Practical guidance for al) who work with accountants 
or use their services. Reflects recent work of account- 
ing societies; rulings of Federal regulatory agencies; 
influence of legislation, court decisions; views of the 
business world. Includes new Internal Control 
Questionnaires adaptable to any firm—42-pg. Index— 
SEC Registration requirements. 690 Pages. $6.00 





MARKETING and 
DISTRIBUTION RESEARCH 


Lyndon O. Brown 
NOW—in a single volume—all the successful tested 
research techniques used today by leading firms and 
advertisers to get facts which lead to PROFITABLE 
IDEAS. Shows 13 ways to get quick, accurate in- 
formation on your products—markets—advertising — 
selling —packaging—pricing—distribution—etc. Pro- 
vides experience-backed procedures; new uses for 
business research; basic principles; specialized appli- 
cations. 89 Forms and Tables. 746 Pages. $5.00 


PRACTICAL EXPORTING 

HOW TO make more money in foreign trade through 
finding new markets, expanding sales without in- 
creasing overhead. Completely new, up-to-date guide 
gives time-and-money-saving ideas for every phase 
of the export transaction. Covers office organiza- 
tion, product promotion, insurance, contract terms, 
freight handling, finance, collections—scores of re- 
lated topics. Includes specimen start-to-finish trans- 
action. 39 useful forms. 355 Pages. $4.00 


WHOLESALING 
Theodore N. Beckman, Nathanael H. Engle 


FACTS and figures to give you a thorough understand- 
ing of wholesaling today. Enlarged edition discusses 
in clear detail functions of the entire wholesaling 
operation—recent developments and trends—scien- 
tific management—internal operating methods— 
planning and research—economic, governmental 


aspects. Many charts and 
mail forms plus valuable data make 
thisa practical, useful reference. 
746 Pages. $5.00 

5-DAY EXAMINATION 
THE RONALD PRESS COMPANY | 


15 E. 26th St., New York 10, N. Y. | 


SEND me the book(s) checked below. In 5 days | 
I will remit amount shown, plus delivery, or 
return book(s) without further obligation. 
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0 Montgomery's Auditing............... $6.00 
C) Marketing Research, Brown............ 5.00 

1 © Practical Exporting, MacDonald......... 400 | 
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and a return to the Steagall formula. 

During the debate it was noted that 
country bankers were slow to support 
the farm storage program with the 85 
per cent loans provided in the Com- 
modity Credit Corporation’s “lending 
agency agreement” plan. 

There were signs that the former 
Secretary of Agriculture, Senator Clin- 
ton P. Anderson, Democrat of New 
Mexico, would emerge as the controller 
of compromises in the endeavor to 
bring the many widely-split factions 
into agreement. At the same time, 
prospects for an early adjournment of 
Congress definitely receded, leading to 
the belief that final disposition of the 
1949 farm-aid law might be considera- 
bly delayed. 

On another farm legislation front, 
there developed a strong movement 
to enlarge the activities of the Rural 
Electrification Administration so as 
to include rural telephone services. 
The bill passed the House in a walk, 
and was vigorously supported by many 
Senators. It appeared to be only a 
matter of time before this bill became 
law. 

The House-passed bill to recapitalize 
the Banks for Co-operatives has lan- 
guished on the calendar of the Senate 
Agriculture Committee. In the past, 
hearings on this bill have resulted in 
sharp controversies between the sup- 
porters of Co-Ops and the repre- 
sentatives of banking and tax-equality 
groups. It has been problematical 
whether the Committee will consider 
the bill during the current session. 


Sd t * 


FDIC Assessment 


A number of bills have been intro- 
duced in Congress affecting the assess- 
ment rate and maximum coverage of 
Federal Deposit Insurance, but there 
are positive indications that no action 
is likely during the present session. 

During May, FDIC Chairman 
Maple T. Harl, testifying on the sub- 
ject of credit controls, was closely 
questioned by members of the Senate 
Banking Committee on the matter of 
assessment reductions. The interest 
stimulated by this event was height- 
ened when Senator Arthur H. Vanden- 
berg, Republican of Michigan, said he 
favored a reduction but would not 
press it unless the FDIC voluntarily 
acquiesced. 

Previously, Senator William Langer, 
Republican of North Dakota, had 
introduced his perennial bill to raise 
the insurance ceiling from $5,000 to 
$10,000. He opposed assessment re- 
duction. His bill was seconded by 
another offered by Senator Hugh 
Butler, Republican of Nebraska. Mr. 
Butler took cognizance of resolutions 
adopted by the Nebraska Bankers 
Association’s regional groups, prefer- 


ring a ceiling hoist to a rate reduction. 

Bills introduced simultaneously by 
Senator John W. Bricker, Republican 
of Ohio, and Senator Claude Pepper, 
Democrat of Florida, brought interest 
to a high pitch in July. Mr. Bricker’s 
bill would both raise the ceiling and 
cut the rate. Mr. Pepper’s bill would 
merely define the identity of the bank 
which was protected when funds held 
by one bank as fiduciary were deposited 
in another. 

Chairman Brent Spence of the 
House Banking Committee said that 
he was lukewarm to a rate reduction. 
This dash of cold water was followed 
by another when Chairman Burnet R. 
Maybank, Democrat of South Caro- 
lina, of the Senate Banking Com- 
mittee, flatly said that there would 
be no assessment-reduction legislation 
during the present session. 

* a . 


RFC Bill Opposed 


Proposals to waive maturity limits 
on loans and to double the lending 
capacity of the Reconstruction Finance 
Corporation were opposed early in 
August by the American Bankers 
Association, through the testimony of 
Earl R. Muir, member of the Credit 
Policy Commission and the Small 
Business Credit Commission, and presi- 
dent, Louisville Trust Company, Louis- 
ville, Kentucky. 

Mr. Muir stated that if all limita- 
tions on maturities were removed, it 
is conceivable that loans could be 
made, renewed, and extended indefi- 
nitely. Such loans would tend to 
become permanent equity investments 
by the government. 

At the present time, he stated, the 
corporation has a total lending capacity 
of $2% billion with approximately 
$1 billion unused. Mr. Muir held this 
sufficient, particularly in view of the 
fact that “‘banks are fully able to take 
care of the business credit needs of the 
country. Certainly the business ad- 
justment of the past several months 
has not developed into a credit strin- 
gency,” hesaid. ““The banks and other 
private lenders stand ready to meet 
every legitimate demand.” 

Sd ° a 


Conversion Billi 


Conversion of National banks to 
State banks is permitted by a bill 
passed by the House and taken up by 
the Senate Banking Committee. 

Upon enactment, the bill would 
eliminate the necessity for a national 
bank to go through liquidation in order 
to consolidate with or become a State 
bank. The objections to the liquida- 
tion procedure are twofold. (1) No 
banker likes to inform his depositors 
that he is liquidating, however inno- 
cent the miove; (2) Liquidation entails 
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a reckoning with the tax collector, 
usually costing the liquidating bank a 
heavy capital gain assessment. 
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World Bank Loans 


“Eugene R. Black, president of the 
International Bank for Reconstruction 
and Development has announced two 
new loans since listing the June 30 
total of loans at $650,100,000. A loan 
to Holland on July 29 for $15,000,000 
was followed on August 1 by a $12,- 
500,000 loan to Finland for the 
modernization of that nation’s wood- 
working industries and electric. power. 

Eligibility of the bank’s securities 
for investment has reached the coast-in 


point, with commercial state banks in © 


45 states and the District of Columbia 
now permitted to hold them. They are 
eligible for savings banks in 29 of the 
36 states which authorize savings bank 
charters. Insurance companies in 36 
states and trust funds in 33 states may 
now invest in the bank’s bonds. 


o o S 


Charter N Protested 


Recent activities of the Home. Loan 
Bank Board in the revision of Federal 
savings and loan regulations and in the 
consideration of branches have caused 
disputes to flair up. 

On May 11, the Board published 
notice of intention to revise the 
Federal savings and loan regulations 
so as to permit associations to take the 
popular title of ‘Federal savings 
associations” and to refer to share 
accounts as savings accounts, divi- 
dends as interest, and share repur- 
chases as withdrawals. 

The American Bankers Association 
and the National Association of Mu- 
tual Savings Banks led a parade of 
organizations entering protests. The 
Board announced on July 16 that the 
protests had been weighed and that 
the regulations, slightly modified, 
would become effective August 15. 

The protesting organizations were 
dissatisfied with the modified regula- 
tions and requested reconsideration by 
the Board. Senator J. Allen Frear, 
Democrat of Delaware, and Repre- 
sentative John Jennings, Jr., Republi- 
can of Tennessee, proposed legislative 
action to upset “Charter N,” embody- 
ing the Board’s changes in terminology. 

Further disputes arose when the 
Home Loan Bank Board held hearings 
on a series of applications for branches 
by Federal savings and loan associa- 
tions. The key case appeared to be 
the application of the Worcester Fed- 
eral Savings and Loan Association for 
a branch in Springfield, Massachusetts, 
despite the Massachusetts law which 
would forbid a State-chartered institu- 
tion to maintain such a branch. 
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with Sales 
in Cebu? 


PERHAPS NOT, BUT—if your clients have collections, 


credit inquiries, remittances or any type of business with 
firms anywhere on the other side of the Pacific... 


Think First of Security-First ! 


For decades our Foreign Department has maintained 
close relationships with banks throughout the Orient, India, 
Australia and New Zealand, the Philippines, Hawaii.. .all 
the lands trading through Los Angeles Harbor, which now 
is authorized to have one of the five Foreign Trade Zones 
in the entire United States. 





*CEBU and other islands of the Philippines have 
accounted for over 800 transactions through our 
Foreign Department in six months. 
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Bud Bhrit’s the Silver Spoon Kid in this 
town—VIP family, church pillars, with 
pieces of local banks... famous father 
who left a flock of friends, and successful 
businesses when he died, and they say 
his mother sort of snoots Local Society. 
Bud has personality and good looksenough 
for twins...too much of everything! Loafed 
through school and in college was strictly a 
good time Charley. 

He took the War hard, though...in as 
a boot Marine, out as a First Looie with a 
smorgasbord of ribbons. Came home to the 
family businesses, and a year ago he tossed 
out the trustees and started to run things— 
but good! Also picked up a metal furniture 
factory on his own...Which disappointed 
the tut-tutters who figured the poor little 
rich boy in business would flop hard! 

Anyway, I thought he could use a few 
postage meters . . . He said he’d see me, if 
I came at six p.m. to the furniture factory. 


NEW DESK MODEL!...The DM mm 

is a postage meter for everybody! a PITNEY-BOWES. I 
...only a little larger than your é oe 
phone—but it stamps and seals SS 
mail of all kinds and classes!... “> 

Write for descriptive folder...today! 








He caught on quick to the postage 
meter. “Prints postage, eh! Oh, I see... 
die makes an ink impression on the 
envelope . . . meter stamp, postmark—and 
with the meter stamp, an ad free!... 
Hmm—print anything but threes!” 

I indicated the dial you turn to get any 
amount of postage, for any kind of mail. 
He liked the idea of buying postage by 
having the postoffice set the meter, then 
printing it as you need it—and always 
having your postage protected and also 
automatically accounted for by the meter. 


“Dim rutvre for ordinary stamps,” he 
said. “About time, too. I threw away wads 
of airmails in the Islands—fouled up with 
sweat ... What’s this?” 

He tried the device for sealing envelope 
flaps, and played with the meter as if it 
were a machine gun, asked about the fast 
service metered mail gets in the postoffice 
... then seemed to cool off. 

“Fine thing in some offices, but we 
don’t need one. Not much mail around 


PITNEY-BOWES 





here, and anyway, the girls can whip it out.” 

But before I could say anything... 

“Why Bud, your secretary was still 
working on the mail a half hour ago when 
I got here. Serve you right if she leaves. 
Give the man his order—it’s after seven 
now, and I don’t like men who make me 
wait for my dinner!” 

Bud laughed. “‘There’s the boss,” he 
said, and introduced his mother . . . sixty 
something and still beautiful, with a 
wonderful smile and voice. 

Bud excused himself to wash up. 

Mrs. Bhrit lowered her voice. “I hated 
sticking stamps and sealing letters when I 
worked for Bud’s father thirty years ago... 
I would have liked a postage meter then!” 

Oh Boy! Wonder if Research could get 
lists of office girls who married their bosses! 
What a slogan for postage meters! ... 
Ask the girl who didn’t have one! . . . Well, 
anyway, I now have five meters in Bhrit 
enterprises . .. and three still to go! 


Witu today’s high clerical costs... 
metered mailing shows a considerable 
saving in the busy office... is worth its cost 
in conveniexice in any size firm—including a 
bank! .. . For full facts what the postage 
meter can do in your bank . .. write for 
... "So You Have No Mailing Problems?” 


age Meter 


3102 Pacific Street, Stamford, Conn. 


Originators of the postage meter ...largest makers of mailing 
machines ...offices in 93 cities in U. S. and Canada. 


' Burroughs Clearing House 
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THE PERSONALITY SPOTLIGHT 





The employee with the most years 
of service at Bank of America, 
Fred A. Ferroggiaro, has worked 
his way up the ladder of success from 
messenger boy to the top rung with 
his election as senior vice-chairman 
of the bank’s board of directors. 

Mr. Ferroggiaro, who has been 
executive vice-president with over- 
all supervision of loan activities, and 
chairman of the general finance com- 
mittee since 1944, was hired as a 
messenger by the late A. P. Giannini 
on August 15, 1906, shortly after the 
founding of that institution in one 
room on San Francisco’s Clay Street 
on October 17, 1904. He advanced 
steadily through executive posts un- 
til he was brought to the San Fran- 
cisco head office in 1940 to supervise 
all loan activities. He continues as 
chairman of the bank’s — general 
finance committee. 

As senior vice-chairman of the 
board he succeeds Francis S. Baer, 
associated with Bank of America 
since 1942, who resigned to accept a 
position as a senior vice-president and 
a director of Bankers Trust Com- 
pany, New York City. 

The seat on the Bank of America 
board of directors vacated by Mr. 
Baer has been filled by the election 
of S. C. Beise, executive vice-presi- 
dent and co-ordinator of administra- 
tion. 

Marsden S. Blois, who has been 
vice-president and manager of the 
San Francisco main office of Bank of 
America since 1940, has been pro- 
moted to head office management 
and named one of the senior adminis- 
trative loan officers. Henry C. 
Maier, vice-president and _ senior 
credit officer at the main office, suc- 





FRANCIS S. BAER 


ceeds Mr. Blois there as vice-presi- 
dent and manager. 


* 


Major banking news at Oklahoma 
City has been the acquisition of the 
conservatively operated $28 million 
Tradesmens National Bank by the 
First National Bank & Trust Co., 
making the latter the largest bank 
in Oklahoma with resources of ap- 
proximately $200 million. The sale 
marks the retirement from active 
business of E. A. Walker, 81, presi- 
dent and major stockholder of Trades- 
mens for 35 years, who still has wide- 
spread oil, agricultural and banking 
interests in southern Oklahoma. He 
has long been a colorful figure noted 
for his positive opinions on bank 
management. 

Immediately following the trans- 
action, President C. A. Vose of the 


New president at Continental National in Fort Worth 


GEORGE THOMPSON, JR. 
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FRED A. FERROGGIARO 
Noteworthy shift as East invades West for banking talent 


First National announced that two 
former Tradesmens vice-presidents 
had joined the staff, Haskell Mc- 
Clain as a vice-president and Tom 
S. Myers.as assistant cashier. At the 
same time, Theron D. Elder, First 
National assistant vice-president in 
charge of the bookkeeping depart- 
ment, was promoted to vice-presi- 
dent. All employees and depart- 
ment heads at Tradesmens, with one . 
exception, transferred to the First 
National to continue their same 
duties. 

Three Tradesmens vice-presidents 
have joined other Oklahoma City 
banks. Roy G. Glass, with 36 
years of banking experience in Okla- 
homa, has joined The Liberty Na- 
tional Bank. James E. Musgrave 
is now with the Fidelity National 
Bank. Spence Miller has become 
associated with the City National 
Bank. All have been named vice- 
presidents. 

The City National Bank has pur- 
chased and now occupies the 10- 
story Tradesmens Bank Building: 


4 

Ed H. Winton, president of the 
Continental National Bank of Fort 
Worth since 1942, has moved up to 
the active chairmanship of the board, 
succeeding Charles Roeser who died 
July 14. George Thompson, Jr., 
formerly ‘ executive vice-president, 
has been elevated to the presidency. 

Mr. Winton has been with the 
bank since 1905, and has been an 
officer since 1906. Mr. Thompson 
joined the bank as executive vice- 
president in 1942, following dissolu- 
tion of the law firm of Thompson & 
Barwise. Both are former presi- 
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dents of the Fort Worth Clearing 
House Association. 


+ 


The Seattle-First National Bank 
has promoted Chester M. Latimer 
to vice-president rank. He will con- 
tinue his duties in the public rela- 
tions department at the main office, 
where he has been an assistant vice- 
president, and will also be associ- 
ated with Vice-president Emil B. 
Kluckhohn in the bank’s Alaskan 
department. This is coincident with 
the bank’s plans to expand its serv- 
ice for Alaskan firms, individuals and 


banks in their business activities in 
the States. 

Mr. Latimer’s brothers, Earl H. 
and Walter’ B. Latimer, are also 
officers of the Seattle-First National. 


* 


After only a few months as presi- 
dent of Belding Heminway Co., 
William G. F. Price is back in 
banking again. The former vice- 
president of American National Bank 
and Trust Company, Chicago, has 
been named president of United 
Bank and Trust Company, St. Louis. 
He succeeds the popular John W. 
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Effective, integrated 


Coastwide service 


This Bank, partner in the 
progress of the Pacific for more 
than eighty years, today is 
allied even more closely with 
Western business and industry. 


Our on-the-ground locations in 
all three Pacific Coast states 
permit immediacy and unity in 
our service to our customers 
—large and small. 


As a customer of any one 
of our tri-state offices, 
you will find the closely 
integrated information and 
service facilities of a// our 
offices ready for your 
instant use- 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 














WILLIAM G. F. PRICE 


He returns to banking 


Minton, who died May 24. 

Mr. Price is widely known in bank- 
ing through his numerous speaking 
appearances at conventions. He was 
with National City Bank of New 
York until joining the American 
National in 1942. 

Jack W. Minton, son of the late 
president of United Bank, has re- 
signed from that institution to be- 
come a vice-president in the corre- 
spondent bank division of the Indus- 
trial Bank of St. Louis. 
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Important official changes have 
been announced by Transamerica 
Corporation, San Francisco, follow- 
ing A. P. Giannini’s death. He was 
its founder and chairman of the 
board. 


Placed in executive charge of 


operations is Sam H. Husbands, 
advanced from executive vice-presi- 


He is widely 


dent to president. 
known as a for- 
mer director 
of the Recon- 
struction Fj- 
nance Corpora- 
tion and right 
hand man of its 
wartime Ad- 
ministrator 
Jesse Jones. In 
this capacity qs 
Mr. Husbands : 
organized and 
directed such 
RFC auxiliaries 
as the Defense 
Plant Corpo- 
ration which 
built 2,000 war 
plants costing 
some $8 billion, 
the Defense 
Supplies Cor- 
poration, De- 
fense Homes 
Corporation 





S. H. HUSBANDS 





J. F. CAVAGNARO 


Burroughs Clearing House 























and others. He received his banking 
training in Florence, South Carolina, 
came to the RFC as a loan examiner 
in 1932 and joined Transamerica 
Corporation in 1946. 

James F. Cavagnaro, who has 
been a director and officer of Trans- 
america and its predecessor corpora- 
tion since their inception, and retired 
from active service as senior vice- 
president last December 31, will 
serve as chairman of the board. 

W. L. Andrews, vice-president 
and treasurer, has been named to fill 
the vacancy on the board of direc- 
tors caused by the death of the former 
chairman. 

* 


To the newly created office of first 
vice-president, Pan American Bank 
of Miami (Florida) 
has advanced 
Eduardo Mora- 
les. The position 
of executive vice- 
president for- 
merly held by T. 
A. Davis, Jr., re- 
cently elected 
president, has 
been abolished. 

E. MORALES Formerly man- 

ager of a large 
Puerto Rican bank, Mr. Morales 
joined the Pan American Bank in 
1945 and is a director. 


° 


Charles J. Miller, executive vice- 
president and trust officer, First 
National Bank of Meadville (Penn- 
sylvania), has been granted a leave 
of absence to accept a post with the 
Economic Co-operation Administra- 
tion in Korea. 

Si 


Promotion of Gordon Jones to 
vice-president has been announced 
by the Fulton National Bank, At- 
lanta, Georgia. It has also trans- 
ferred Vice-president Clyde Walker 
to the Peters Street Office. 


* 


Raymond C. Deering, formerly 
comptroller of Manufacturers Trust 
Company, New 
York City, has 
been promoted to 
vice-president and 
comptroller. He is 
secretary of the 
National Associ- 
ation of Bank 
Auditors and 
Comptrollers, a 
member of the 
A. B. A. Bank R. C. DEERING 
Management 
Commission, and a past president of 
the New York City Bank Comptrol- 
lers’ and Auditors’ Conference. 

Other promotions at Manufac- 
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“Another thing, Bill-a Saint louis 
Terminal Field Warehouse loan 
protects our bank; and at the 
sane time, it holds our 
customer's good will.” 















Meet Your Customers’ Requirements 
on a Secured Basis by Using St. Louis 
Terminal Warehouse Receipts 


You can use Field Warehousing to— 


@ Create New Loans secured by bonded warehouse receipts 
@ Convert open-line credit customers to a secured loan 


@ Increase the amount of the customer's loan safely 


com 
es 4 
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Don’t pass up opportunities for profit- 
able loans. Today’s inventories are high 
in relation to liquid capital. 


Wire or write our nearest office today. 





ST. LOUIS TERMINAL 
WAREHOUSE CO. 


Quarter of a Century of Warehousing Service 


ST. LOUIS 2, MO. CHICAGO 3, ILL. CINCINNATI 2, OHIO 
826 Clark First Natl. Bank Bidg. Carew Tower 

DALLAS 1, TEXAS KANSAS CITY 6, MO. MEMPHIS 3, TENN. 

Construction Bidg. Waldheim Bidg. Sterick Bidg. 
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turers Trust are as follows: Leon A. 
Rosenbaum, from assistant vice- 
president to vice-president ; Edmund 
Leone, from assistant vice-presi- 
dent to auditor; A. C. Damsgaard, 
R. G. Smith, H. F. Sunshine, 
W. J. Gallo, and S. A. Trundle, 
from assistant secretaries to assistant 
vice-presidents. 


¢ 


John T. Kizer has joined the 
South Main State Bank, Houston, 
Texas, as vice- 
president in charge 
of the installment 
department. He 
formerly was an 
assistant vice- 
president at the 
Houston National 
Bank, and in his 
new post succeeds 
George I. Fetzer, 
now president of 
a new bank at 
Edna, Texas. Mr. Kizer joined the 
Houston National as a clerk in 1920. 














J. T. KIZER 


o 


R. G. Ayers has been promoted to 
vice-president of the Fort Wayne 
(Indiana) National Bank and will 
devote full time to commercial loan 
activities. H. H. Stellhorn, ad- 


vanced to assistant vice-president, 
assumes full responsibility of the 
consumer credit department. 


S 


Bernard Graliker, cashier since 
1933 of the Millikin National Bank, 





oO. F. KUNY 


B. GRALIKER 


Decatur, Illinois, has been advanced 
to vice-president. He joined the 
bank in 1902 as a messenger. His 
successor as cashier is O. F. Kuny, 
formerly assistant cashier. 


* 


LeBaron S. Willard, Jr., newly 
elected a vice-president of the Com- 
mercial Credit Company of Balti- 
more, served in the bank relations 
department in New York for a num- 
ber of years. He was primarily in 
charge of placing short-term notes 
of the Company with banks, in- 











EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
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STRAYER 


ALL STEEL Sliding Drawer 
? STORAGE FILES 


INTERLOCK IN STACK —Vertical and 
Parallel Horizontal — AUTOMATICALLY 








MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 





We guarantee our Transfer Files to please you or no cost to you in the transaction 








.» MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 














surance companies, and other corpo- 
rate investors. 


* 


The Philippine National Bank has 
announced that Roman G. Azanza 
has been placed in charge of its New 
York agency at 25 Broadway. He 
succeeds Joseph H. Foley who has 
retired after 32 years with the 
agency. 
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Named an assistant vice-president 
at the Lincoln Rochester Trust 
Company, Rochester, New York, is 
Arthur B. Weston. He joined the 
bank in 1916 and was elected assist- 
ant secretary in 1929. He isa former 
president of the Rochester A. I. B. 
Chapter. 


+ 


Edgar F. Opdycke has been pro- 
moted to assistant vice-president of 
the Pacific National Bank of Seattle. 
Robert E. Lewis, vice-president and 
trust officer, is now a director. 


¢ 


The fast-growing new City Bank 
in Detroit, which has moved within 
the 40 largest 
Michigan banks 
in four months, 
has promoted 
Charles Boyle to 
vice-president. 
He had joined the 
bank on its organi- 
zation, and for- 
merly was with the 
local advertising 
firm of J. L. S. 
Scrymgeour. For 
many years he was associated with 
the Union Guardian Trust Com- 
pany, Detroit. 

David H. Couke, chief account- 
ant, has been advanced to comptrol- 
ler. He is president of the Detroit 
Conference of the National Associ- 
ation of Bank Auditors and Comp- 
trollers. 











C. BOYLE 


° 


With the appointment of Carl K. 
Dellmuth the Pennsylvania Bank- 
ers Association acquires its first full- 
time secretary. — 
For the past 10 
years he has been 
an administra- 
tive officer of 
Swarthmore Col- 
lege, and prior to 
his resignation 
was alumni sec- 
retary and director 
of athletics. He 
will have his of- 
fices in the new 
headquarters of the association at 
17 No. Front Street, Harrisburg. 
Heretofore, Charles F. Zimmer- 
man, president of the First National 














Cc. K. DELLMUTH 
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Bank of Huntingdon, has acted as 
secretary. 
* 


John W. Stovall has been pro- 
moted to assistant vice-president of 
the Republic National Bank, Dallas, 
Texas. 

e 


No stranger to banking and finan- 
cial problems is Claire Giannini 
Hoffman, named to succeed her late 
father, A. P. Gian- 
nini, as a director 
of the Bank of 
America. 

After attending 
Mills College, 
Oakland, Mrs. 





at a business 
school in Beverly 
Hills. Today she 
can run up a col- 
umn of figures on 
an adding machine like a bank teller 
and make the typewriter keys sing. 
Like her brother, L. M. Giannini, 
B. of A. president, she received spe- 
cial financial training from her fa- 
mous father. She was his traveling 
companion on many trips abroad, 
and often filled in as his secretary. 

As the only woman member on 
the Bank of America board, Mrs. 





Cc, G. HOFFMAN 


Hoffman studied ae 





Hoffman symbolizes not only the 
bank’s 2,000,000 women customers 
but also its women _ stockholders 
numbering 55,354 at the last count. 
Her special interest in banking is 
the administration of wills and 
estates for the benefit of widows. and 
orphans. 
e 


Formerly a national bank exam- 
iner, Frank A. Gunther has been 
named executive 
vice-president of 
Security Savings 
& Commercial 
Bank, Washing- 
RS» one a 
examination 
work since 1928, 
he has also had 
prior experience 
with another 
Washington bank 
and is well known 
locally. He assumed his new duties 
on July 18. 


F. A. GUNTHER 


John G. Benken and Kirke F. 
Kollmer have been named assistant 
vice-presidents by The National 
Bronx Bank of New York. 


« 


A widely-known leader in A.I.B. 


work, Frank R. Curda, cashier, 
City National Bank and Trust Com- 
pany of Chicago, died August 10 
after a heart attack. He was national 
A.1.B. president in 1937. 


¢ 


After an association of 17 months 
with California Bank, Los Angeles,. 
Harris M. Mc- 
Laughlin has 
been elected a 
vice-president. 
At one time gen- 
eral sales manager 
of Butler Brothers, 
Chicago, he was 
more recently 
president and 
general manager 
of Chicopee Sales 
Corporation, New 
York, largest operating textile sub- 
sidiary of Johnson & Johnson. 











H. M. McLAUGHLIN 


Arthur R. Larson, assistant cash- 
ier of the Federal Reserve Bank of 
Minneapolis, has been promoted to 
assistant vice-president of the bank, 
effective the first of June. Mr. Lar- 
son started his banking career with 
the Merchants National Bank, St. 
Paul, in 1906, before coming to 
Minneapolis in 1920. 
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AMERICAN NATIONAL BANK 


AND TRUST COMPANY OF CHICAGO 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


LA SALLE AT WASHINGTON, CHICAGO 90 


W. act as Chicago “host” for corre- 
spondent banks everywhere, of every 
size. Meeting the requirements of these 
banks, and their customers, is an Ameri- 
can National tradition. 


If you or your depositors have inter- 
ests in Chicago, our experience and 
location can be of help to you. In every 
instance, we offer prompt, experienced, 
interested cooperation that many banks 
have found of unusual value. 


Your inquiries are invited regarding 
any phase of this service. 
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THIS MARK TELLS YOU INSTANTLY 











BRANCH OFFICES: 


In New York, Chicago, Boston, Wash- 
ington, St. Lovis, Atlanta, Houston, 
Philadelphia, San Francisco, Los An- 
geles, Detroit, Pittsburgh, Omaha, 
Minneapolis, Charlotte. 


OTHER AGENCIES ALL 
OVER THE WORLD 
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Every Herring-Hall-Marvin 





STAINLESS STEEL SAFE DEPOSIT BOX 


bears this visible assurance of quality 


Open the door of any Herring-Hall- 
Marvin stainless steel safe deposit box. 
You'll see this stamp 

deeply impressed into the 

spotless stainless steel. 


As the “sterling” mark on silver indi- 
cates finest quality, so it is with this 
hallmark of quality in stainless steel 
boxes. You know immediately that 
in Herring-Hall-Marvin equipment 
you get the best! 


Because stainless steel and polished 
steel may look alike even to an ex- 
pert, this stamp is applied at the mill. 
It unmistakably identifies the Herring- 
Hall-Marvin box as stainless. 


Without doubt, today’s trend is to- 
ward the stainless steel box. Besides 





the vital fact that it will remain up to 
date for years to come, many other 
superior features make it your wise 
investment. 


Most important, your safe deposit 
patrons will appreciate it. Stain- 
| less steel is clean... oil-free... 
soil-free. Unlike polished steel, it 
cannot corrode. It cuts mainte- 
‘t nance to a minimum. 





Its impressive beauty is perma- 
nent. It is far superior to plated 
surfaces. The lustrous finish cannot wear off. 


Whether or not you now have stain- 
less boxes, when you add new ones 
be sure they’re stainless...insist on 
Herring-Hall-Marvin. The cost is so 
little more for so many advantages. 
Further details on request. 


HERRING-HALL-MARVIN SAFE CO. 


GENERAL OFFICES AND FACTORY—HAMILTON, OHIO 





Burroughs Clearing House 














touse 














CANADIAN BANKING 








Bank Skyscrapers 


Construction of the third highest 
bank building in the British Common- 
wealth is going ahead at a pace which 
should see the steel skeleton finished 
by the end of 1949. This is the new 
Bank of Nova Scotia building. More 
than half of the structure and one floor 
of the stone facing was completed at 
the end of July. Final revisions are 
now being made on the plans for the 
main banking room, 170 feet long and 
three stories high, with entrances on 
King and Bay Streets. The bank staff 
will be stationed along three sides of 
the room, with the main entrance to 
the banking room on King Street. 
The counters, flooring and pillars will 
feature marble. Stairwells from the 
lobby will lead to safe deposit vaults. 

The Bank of Nova Scotia building 
will be the second highest building on 
King Street, nearing the tallest, the 
Canadian Bank of Commerce, located 
just across the street where it towers 
426 feet above street level. It has 
32 business floors, the bank using 
eight. It was opened in 1930, with the 
first annual meeting held in the build- 
ing in January, 1931. 

In Montreal, the Royal Bank of 
Canada has the second tallest building 
in the British Commonwealth, stand- 
ing at 393 feet. Its 24 business floors 
were. completed in 1928, the bank 


By JAMES MONTAGNES 


using four. The Bank of Nova Scotia 
at Toronto will be 323 feet above street 
level with 25 floors, the first seven to 
be used by the bank. 
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Personnel News 


Arthur F. White, president of the 
Crown Trust Company, Toronto, died 
while on holiday at Alexandria Bay, 
New York, at the age of 65. He was a 
vice-president of the Canadian Bank 
of Commerce and director of a number 
of other Canadian financial institu- 
tions. 


Alfred E. Griffin has been appointed 
supervisor of the Quebec branches of 
the Bank of Nova 
Scotia, and will 
headquarter at 
Montreal. Until 
his promotion he 
was manager of the 
Bank of Nova 
Scotia’s main 
branch at Mont- 
real, having had 
wide experience at 
foreign and Cana- 
dian branches of 
the bank. He is succeeded at Mont- 
real by F. W. Nicks, manager of the 
bank’s main branch at Halifax. 

A. E. Stead has been appointed 





A. E. GRIFFIN 


comptroller of the Chartered Trust 
Company, Toronto. He is a chartered 
accountant. 


I. K. Johnston, general manager of 
the Imperial Bank of Canada, has 
been elected to the board of directors. 
Mr. Johnston became general manager 
of the bank in the spring of 1948. 


4 Sf ¢ 


Three Quarters of a Century 


It was 75 years ago that the Im- 
perial Bank of Canada received its 
charter from the government at Ot- 
tawa. This month, with the opening 
of its first Halifax branch, the bank 
can boast an organization extending 
throughout Canada, from the Atlantic 
to the Pacific. 


The new Halifax office and other 
branch offices opening this year will 
bring the total of Imperial Bank 
branches to approximately 210. The 
bank, one of the youngest in Canada, 
has followed a policy of conservative 
expansion. 


Since its early days, Imperial Bank 
has followed a policy of extending its 
services where banking facilities were 
not available. The bank has consist- 
ently followed pioneer settlements 
into western Canada to help in the 
opening of new industries on the fron- 
tier. It was one of the first banks to 


Three Canadian bank headquarters are tallest buildings in the British Commonwealth 


Highest: Canadian Bank of Commerce, Toronto 
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Next: Royal Bank of Canada, Montreal 











Third: Bank of Nova Scotia, Toronto 
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open west of the Great Lakes at 
Winnipeg in 1881, and the first to open 
at Edmonton when that city was a 
railroad stop and fur post in 1891. 
The Imperial Bank located in the 
northern Ontario gold area at Cobalt 
when that area opened up in 1905, and 
at Noranda in northwestern Quebec 
when that gold and copper area opened 
in 1927. , 

When the Imperial Bank of Canada 
opened its first branch in the Masonic 
Hall at 18 Toronto Street, Toronto, in 
1875, Canada was in the midst of the 
depression, and the population of the 


entire country was less than four 
million people. , Toronto, Montreal 
and Quebec City were the only cities 
with populations over 50,000. While 
other banks were having difficulties, the 
youthful directors of the Imperial 
Bank showed a surprisingly strong 
position at the end of the first fiscal 
year with a net profit of $43,022 after 
paying an 8 per cent dividend. 

In the next few years the bank 
opened a number of new branches in 
southern Ontario, and by the turn of 
the century the bank had 32 branches 
from Montreal to Vancouver, the Van- 
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This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
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couver branch opening in 1896, and the 
Montreal branch in 1898. The new 
Halifax branch is the first branch east of 
Montreal. When the Yukon gold rush 
took place in 1898, the bank made 
arrangements for banking facilities 
with the Hudson Bay Company and 
the. Alaska Commercial Company, 
opening branches at Revelstoke, Nel- 
son and Golden in the potential gold 
mining centers in British Columbia. 
By 1900 the bank had 206 employees, 
total assets at better than $20,000,000, 








Imperial Bank of Canada, Toronto 


Celebrates 75th anniversary 


paid up capital at $2,500,000, and a 
pension fund. 

The Imperial Bank bought the site 
for its present main office at King and 
Bay Streets, Toronto, in 1927, and 
started construction shortly after. The 
Weyburn Security Bank, with its 30 
branches in southern Saskatchewan, 
was absorbed in 1931, a number of its 
branches continuing in operation. The 
Imperial Bank has pushed its branches 
into new mining areas throughout 
Canada, and new farming communi- 
ties. Its last report shows it to have 
capital of $10,000,000, paid up capital 
of $7,000,000, a reserve fund of $10,- 
000,000, total assets. of .$471,843,000, 
deposits of $430,000,000, loans of $183,- 
280,000, and profits before taxes of 
$1,836,000. 


* * ¢ 


New Booklets from 
Canadian Banks 


Barclays Bank (Canada), head office 
Montreal, is distributing the re- 
styled monthly “Overseas Review” of 
Barclays Bank (Dominion, Colonial 
and Overseas), published in London, 
England. The monthly bulletin has 
been issued for many years, and the 
new “Overseas Review” is an up-to- 
date version of this bulletin. The re- 
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cent issues of the review cover 30 pages, 
with detailed information covering 
trade and economic conditions through- 
out the greater part of the world. 
There are also six pages of trade 
statistics each month. 


British monthly revised 


The Bank of Montreal has issued a 
revised 1949 edition of its booklet 
“Canada Today,” including a chapter 
on Newfoundland, Canada’s new 10th 
province. The booklet, pocket mag- 
azine size, has 100 pages, photos on 
almost every page of Canadian condi- 
tions, and a number of maps of the 
Dominion. For potential customers, 
the Bank of Montreal, has issued a 16 
page folder dealing with “21 ways a 
million Canadians use the B. of M.” 
It lists the bank’s services including 
savings department, banking by mail, 
various types of accounts, bank’s serv- 
ices in paying bills, borrowing money, 
mailing money, travel financing, safe- 
keeping of valuables, aiding young 
people, for handling securities, and 
various services for business banking. 


+ e Sf 


Canada-Sweden Exchange 


Trade between Canada and Sweden 
can now be carried on in either United 
States or Canadian dollars, according 
to a ruling of the Canadian Depart- 
ment of Finance and the Canadian 
Foreign Exchange Control Board. 
Previously, payment for Canadian 
merchandise had to be made in United 
States dollars. This places Sweden in 
the same category of “‘special arrange- 
ment” countries as France, Belgium, 
Luxembourg, Netherlands and Nor- 
way, and countries in the sterling area, 
where payment for Canadian goods 
can be made in Canadian dollars. 


September, 1949 




















YOUR CLIENTS’ BIGGEST FOREIGN MARKET 


Measure it as you will... your 
clients will find the largest single 
U. S. customer just across the 
border . .. in Canada! Consider 
the figures: Annual imports, $214 
billion . . . exports, over $3 bil- 
lion . . . gross national product, 
more than $15 billion . . . wages 
and salaries, over $7 billion. 


‘ 


Since 1817 the Bank of Mon- 
treal has shared in Canada’s 
growth . . . has grown with it. 
With more than 500 Canadian 
branches, the B of M can answer 
the specific questions that you or 
your clients may want to ask 
about tariffs, labor conditions, 
plant sites or investments . . . 
about freight rates, taxation, im- 


port-export or exchange regula- 
tions. 


So, if you have clients who are 
planning expansion, talk Canada 
with us. All inquiries will receive 
prompt and reliable responses 
from any of our offices in the 
United States or from our For- 
eign Department in Montreal. 


* * * 


Your Free Copy is Waiting for You 
If any of your clients are planning expansion, 
you'll want this handy, 
compact word-picture of: 
the new, energetic, post- 
war Canada... it’s 
yours for the asking. 
Simply ask for booklet 
B-51. 
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| SEE YOU PRINTED MY 

NEW CHECKS ON 
HAMMERMILL SAFETY. 

THAT’S FINE! 



































YES! HAMMERMILL | 
IS A NAME ALL OUR 


CUSTOMERS KNOW! 
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GWE YOUR CHECKS THE ADVANTAGES OF 








“THE BEST KNOWN NAME IN PAPER” 


Your customers use Hammermill papers regularly in 
their own business for letterheads and essential forms. 
To them, the name Hammermill is a symbol of reli- 
able service. 

For that reason, checks on Hammermill Safety 
provide a “‘plus” that no other check paper can offer. 
They serve as a continuing, unobtrusive reminder 
that even in the matter of choosing paper, the con- 











Hammermill Paper Company 
1503 East Lake Road, Erie, Pennsylvania 


Name Position 


sideration of your customers guides your bank 
management. 

So that you may know this fine check paper even 
better, we invite you to mail the coupon below for 
samples of Hammermill Safety in a variety of colors 
and three pleasing backgrounds. There is no obliga- 
tion, of course. No sales- 
man will call on you. 










sample book! 


Please send me — FREE — a sample book showing 


HAMMERMILL SAFETY. 








(Please attach to, or write on, your bank letterhead) BCH-SE 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE. PA FOUNDED 1898 
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THE BOOKLET COUNTER 








Supervisory Training ... A 61- 
page report on this subject by 10 
selected executives, with specific ex- 
amples of how their own companies go 
about training supervisors. The topics 
covered include: 

Supervisory Training Programs; Im- 
proving Group Discussion as an Aid 
in Attaining Management Objectives; 
Training by Lecture-Discussion; De- 
termining Individual Supervisory 
Training Needs; Initial Training for 
the New Supervisor; An Executive 
Development Program; An Education 
and Training Program for Supervisors; 
Supervisory Training in Small Operat- 
ing Units; Developing Leadership; and 
Multiple-Management’s Role in Train- 
ing. 

While the report is primarily pre- 
pared by the Metropolitan Life Insur- 
ance Company for group policyholders, 
a limited supply is available to other 
business executives. 


Investment For Capital Growth 
. «« An investment trust booklet pre- 
senting a formula plan for investing, 
of interest to individual and institu- 
tional investors. 

Features of the formula for reducing 
the risk in capital investment include 
professional selection and supervision 
by one of the largest professional in- 
vestment research organizations in the 
country; adequate diversification, with 
only a small fraction of capital invested 
in any single issue; and multiple-source 
income, making income relatively more 
certain of continuance than if derived 
from only a few issues of the same class. 


Extra Expense Insurance... 
An estimate folder and graphic ex- 
ample of the expenses that can be rea- 
sonably anticipated if a loss, due to 
fire, explosion, windstorm or other peril 
is incurred. The listings tabulate the 
expenses necessary to continue busi- 
ness,. including the possibility of entire 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor ? 
Burroughs Clearing House 
Detroit 32, Michigan 
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Postal. 





Fast, efficient, low-costing 


dependence upon operations at tempo- 
rary premises or by others under con- 
tract, plus the probable amount of 
expense necessarily continuing at the 
original location. 


How To Use Photostats ... 
Useful information on ways in which 
photostats can meet the need for quick, 
low-cost photography. The brochure 
carries a step-by-step picture display 
of how photostats are made, and pro- 
vides ideas on how they can be used 
to advantage. 


Fluorescent Lighting Fixtures 
. - - A three-sectioned, 74-page cata- 
logue covering a complete line of 
fluorescent lighting fixtures. It con- 
tains over 60 photographs of fixtures, 
starters, fluorescent lamp holders and 
starter sockets. Detailed descriptions, 
diagrams, charts on technical data and 
specifications of every fixture are in- 
cluded. 

Each of the three main sections of 
the booklet —industrial, commercial- 
residential, and troffers —is a complete 
catalogue in itself, and can be requested 
as a separate unit. A supplementary 
section provides a practical guide on 
How To Plan A Fluorescent Lighting 
Installation. 


Why ‘‘Safe’’ Credits Need Pro- 
tection . . . While recognizing that 
opinions differ on the subject, this is an 
explanation of why credit insurance on 
accounts receivable is advisable even 


‘In the case of well-established cus- 


tomers. The booklet outlines some of 
the unexpected contingencies that can 
and do arise to convert. such “safe’’ 
accounts into losses. 


Bank Auto Insurance ... The 
essentials of an insurance” plan for 
banks using the direct method of auto- 
mobile financing: It is designed to 
pass on a substantial savings in the 
cost of comprehensive (fire and theft) 
and collision insurance to the borrower. 
The booklet briefly explains the me- 
chanics of the plan with relation to the 
bank sponsoring the insurance, covers 
the flexibility and advantages of a 
Master open policy, and tells how it 
can be obtained. The plan. covers 
both new and used vehicles, including 
passenger cars, commercial vehicles, 
and farm tractors and equipment. 


Business Management Chart 
. -- A personal scorecard for bankers 
and business executives in helping 
them to measure the effectiveness of 
their operations. It enables them to 
determine what organizational im- 
provements can be made, where costs 
might be reduced, and possible ways 
to greater results per expense dollar. 

The chart makes a comparison of 
progressive business with that of the 
ordinary or static organization, relative 
to various operating phases. Banks 
may find the chart useful not only 
internally but also in gauging the 
management ability of business bor- 
rowers. 


The Service Charge Problem 
. - - A handy, concise little booklet 
entitled ““The Next Greatest Value to 
a 3c Stamp,” intended to help create 
a better feeling toward service charges 
on the part of bank customers. In 
layman terms it gives a chronological 
history of the development of the 
modern checking system, and a con- 
vincing argument in behalf of the 
minor charges imposed, when balanced 
against the services rendered. 


Safe Deposit Tax .. .'A brief dis- 
cussion on the tax on the rental of safe 
deposit boxes by George F. Parton, 
president of the Standard Safe Deposit 
Company of New York. Mr. Parton 
backs the plea for a repeal of the so- 
called “nuisance” tax, reporting on the 
progress made so far in Congress in 
presenting arguments as to why the 
tax is considered abnormally high, un- 
fair and inequitable when compared 
with others in the excise tax. group. 
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You could make toast in the oven, 
or over an open flame — but an 
electric toaster gets better results 
because it’s specially designed for 
the purpose. 


Likewise, there are many sources 
of insurance for Consumer Credit, 
but more than 2,000 institutions 
have found that they get better 
results by working with Old Re- 
public, which specializes in Con- 
sumer Credit Insurance, 


From coast to coast and border 
to. border, including D. C. and 


Hawaii, Old Republic serves banks, 
savings and loan associations, 
finance companies and small-loan 
companies. 

If you extend consumer credit in 
any form, you'll find important 
advantages in our specialized forms 
of coverage. On request, we are 
always glad to send you specimen 
policies with complete information. 





Old Republic policies include: 


LIFE COVERAGE — either Monthly-De- 
creasing or Level-Term Basis. 
ACCIDENT & HEALTH — which is often 
combined with Life coverage to make a 
complete insurance package. 

HOME GUARD INSURANCE — covering 
mortgage loans with life protection at 
low cost. 

TRAVEL-ACCIDENT INSURANCE — in- 


cluding medical and hospital coverage for 
private-auto travel. 


OLD REPUBLIC CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell; President 
Regional Offices: Birmingham, Alabama 








Home Office: Chicago, Illinois 


Denver, Colorado © Washington, D. C, 
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COURT DECISIONS 








By CHARLES R. BOSENBERG, Jr. 
Member of the Bar of Pennsylvania and of the 


**Duress”’ in Signing Note 


When an Oklahoma bank sued a 
husband and wife as co-makers of a 
defaulted note, the wife made a rather 
unusual defense. She said she signed 
the note for her hunband’s accommo- 
dation solely because the bank threat- 
ened that, if she didn’t, it would fore- 
close a chattel mortgage which it held 
on certain personal property of her 
husband’s and would also foreclose a 
mortgage which it held on her father- 
in-law’s land. Hence, she argued, she 
was not liable on the note because her 
signature to it had been obtained by 
duress. 

Discussing this alleged duress, the 
Supreme Court of Oklahoma said: 

“It is not unlawful for one to 
threaten to do what he has a legal right 
to do. The threats of the bank to fore- 
close the chattel mortgage held by it 
against the property of her husband 
would not relieve her of liability as- 
sumed to prevent such foreclosure. 
This leaves the question of her liability 
on the note signed because of threats to 
foreclose a mortgage on the land of her 
father-in-law. 

“The evidence is not at all clear as 
to the correct status of any mortgage 
held by the bank of its representative 
on the land of her father-in-law. There 
is some testimony that such a mortgage 
existed at the time the note was signed 
by her, but the president of the bank 
denies that he or the bank ever held 
such mortgage or that he had anything 
to do with any renewal or extension 
thereof. 

“In any event the jury could not 
find in her favor merely because she 
signed the note on account of threats 
by the bank to do what it has a legal 
right to do —if she did.” 

She also alleged that she signed the 
note as a result of fraud practiced by 
the bank in the form of false represen- 
tations by the bank’s representative at 
the time of signing. 

On this point the court said: 

“If the bank representative deceived 
her as to the correct amount of the note 
or what he or the bank would do or 
intended to do, and thereby secured 
her signature against her will, the jury 
—if it found such to be the fact— 
could give its. verdict in her favor.” 

The trial court’s judgment against 
the bank was reversed and the case re- 
manded for a new trial, subject to 
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District of Columbia 


proper instructions to the jury on the 
questions of duress and fraud. (First 
State Bank vs. Thomas, 205 Pacific 
Reporter, Second Series, 866.) 


° ° ° 


Endorser Not Liable 


When a Michigan automobile dealer 
sold two trucks to individuals, the 
purchasers asked a finance company to 
finance the unpaid balances. Accord- 
ingly, the finance company prepared 
notes and chattel mortgages naming 
the dealer as payee and mortgagee, 
respectively, obtained the purchasers’ 
signatures thereon and sent the papers 
to the dealer for endorsement and 
assignment. At the same time the 
finance company gave the dealer sight 
drafts for the amounts of the balances 
due him. 

The dealer cashed the drafts, en- 
dorsed the notes and assigned the 
mortgages to the company. The notes 
were payable in monthly installments 
and contained an acceleration clause 
making the entire principal sum due 
and payable at once without notice or 
demand in the event of default. The 
finance company endorsed the notes to 
another corporation, which eventually 


sued the dealer as endorser for the 
unpaid balances. 

At trial it was established that when 
the notes were endorsed to the plaintiff 
corporation they were in default in 
payment of at least one monthly in- 
stallment. Because of this, the Su- 
preme Court of Michigan ruled that 
the plaintiff corporation “‘stands in the 
shoes of its endorser, the finance com- 
pany, and is not a holder in due course 
of the notes.” 

The dealer made the defense that 
he was not liable on the notes because 
his endorsements were qualified. He 
insisted that he advised the finance 
company that he would under no cir- 
cumstances become guarantor, surety, 
or endorser with recourse of the notes; 
and that he thereafter placed his 
signature on the backs of the notes and 
on the assignments of the chattel 
mortgages only upon the company’s 
representation that this was necessary 
in order to perfect the company’s liens 
and with the understanding and agree- 
ment between them that he was 
attaching his signature for that pur- 
pose only and not for the purpose of 
assuming any personal liability as 
endorser or guarantor. 

Commenting on the dealer’s conten- 
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tion, the Supreme Court of Michigan 
said: 

“If established by competent testi- 
mony, this would constitute a valid 
defense.” 

The court also pointed out that since 
the plaintiff corporation is not a holder 
in due course, “it stands in the shoes 
of its endorser, the finance company, 
as to any defense which would have 
been available against the finance 
company.” 

The court sent the case back for a 
new trial to give the dealer an oppor- 
tunity to prove, if he could, that his 
endorsement was qualified by his oral 
agreement with the finance company. 
(Auto Purchase Corporation vs. Johns- 
ton, 37 Northwestern Reporter, Second 
Series, 167.) 
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Note of Village Void 


That banks should be extremely 
careful in discounting the negotiable 
paper of municipalities is emphasized 
by the decision in a recent IIlinois case. 

An incorporated village owed a 
contractor a balance on his bill and 
lacked funds to pay it. The contrac- 
tor’s representative prepared notes for 
the unpaid balance and presented them 
at the regular meeting of the village 
board of trustees. By a motion duly 
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passed at the meeting, the trustees 
authorized the Village President and 
Clerk to sign the notes, whose maturity 
dates were subsequent to the time 
when the village would have collected 
its water bills. The notes were duly 
executed and delivered by the Village 
President and Clerk as authorized by 
the motion of the board of trustees. 

The notes were not paid at maturity 
and by that time the payee apparently 
discovered that because there was no 
specific statute enabling the village to 
issue them, they were not the legal 
obligations of the village and could 
not be enforced against it. He there- 
fore undertook to enforce the notes 
as the personal obligations of the 
Village President and Clerk. They 
contended that they executed the notes 
in their representative capacities on 
behalf of the village and that there 
was no intention that .they should be- 
come personally liable thereon. 

Agreeing with the defendants, the 
Illinois court said: 

“From the face of the instruments 
upon which plaintiff predicates his 
claim, and which constitute the sole 
evidence submitted by him, it appears 
that defendants signed the notes in 
their representative capacity as presi- 
dent and clerk of the village rather than 
as private individuals. This prima 
facie interpretation is corroborated by 
the uncontroverted evidence submitted 
by defendants. 

“The circumstances of the execution 





and delivery of the notes indicate that 
the payee looked to the village for 
payment rather than to the defend- 
ants. The fact that the plaintiff’s 
representative was present when the 
motion was passed authorizing . the 
president and clerk to act for the 
village also tends to establish that 
both parties understood and intended 
that the notes should be the obligations 
of the village rather than the personal 
obligations of the defendants.” 

Turning to the legal status of the 
notes, the court continued: 

“This court takes cognizance of the 
established precedent that a municipal 
corporation has no power to issue com- 
mercial paper except by special statute. 
A corollary to that rule of law is that 
such paper is void even in the hands 
of a bona fide purchaser, and that 
persons accepting such paper must 
take it at their own risk since they are 
deemed to have access to the public 
records and are under a duty to see 
that such instruments are issued pur- 
suant to proper authority. 

“In the case before us the notes 
were signed as the obligations of the 
village, and the evidence indicates 
that the parties regarded them as such 
rather than as the personal debts of 
the defendants. Therefore, in the 
absence of specific authority of the 
village to execute these instruments 
they are void and of no legal effect.” 
(Greenlee vs. Beaver, 79 Northeastern 
Reporter, Second Series, 822.) 
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SPECIAL-SERVICE BANKING 


(CONTINUED FROM PAGE 25) 

the diversion of shipments of fruits or 
produce, or in handling special situ- 
ations for merchants, they are pre- 
pared to move promptly. 

Besides this work with customers, 
the business co-operation division is 
also charged with the development of 
new business. When members of the 
division are not busy on special trans- 
actions or calling on present customers, 
they turn their attention to prospec- 
tive customers. Needless to say, they 
spend a major share of their time out- 
side the bank.* They also keep in 
touch with present and prospective 
customers through correspondence and 
direct mail advertising. 

Our foreign and travel division is 
another special-service unit that has 
contributed substantially to our suc- 
cess. The fact that the bank estab- 
lished this division to provide services 
required by firms with foreign connec- 
tions and by foreign-born citizens has 
been an important factor in bringing 
their accounts, loan and trust business 
to us. Developed as a community 


service, it has brought customers from 
many sections of Chicago. 

The division handles remittances, 
letters of credit, traveler’s checks, 
drafts, export letters of credit, and 
supplies trade and exchange informa- 
tion. It acts as subagent for airlines 
and steamship companies and arranges 
conducted tours for the convenience 
of the bank’s customers. The division 
is under the supervision of a vice- 
president. It consists of an Italian 
section, a Greek section and a miscel- 
laneous section for Russian, Polish, 
Jewish and Spanish customers, with 
personnel speaking those languages. 
Travel is handled by a special travel 
section. 

In 1945, the manager of the division 
made a six months’ trip to Europe and 
the Middle East to contact banking 
connections, to aid business customers 
in re-establishing trade connections 
and to handle special assignments for 
individual customers. He was one of 
the first American bank officers to visit 
Italy after the war and was decorated 
by the Italian Government. 
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As we depart from the foreign divi- 
sion on the main floor, enroute to the 
operating and special service division, 
we might note that the lower level of 
our new quarters houses our install- 
ment loan division, a safe deposit 
vault with 10,000 boxes in use and a 
capacity of 25,000, employees’ and 
officers’ dining quarters, auditorium 
and rest rooms. The second floor, 
reached by stairway or elevator, houses 
the commercial loan, mortgage and 
trust divisions, officers’ quarters and 
the directors’ room. 

The operating division is located on 
the third floor of the motor bank 
building. This division, also, has 
played an extremely important part in 
the development of the bank. One 
reason for this is the large number of 
items handled in relation to the size 
of the bank. The nature of the bank’s 
business, such as the accounts of the 
small merchants, the currency ex- 
changes, and the produce exchange, 
has built up a volume that is two or 
three times the volume of most banks 
of our size. 

From the outset, our operating divi- 
sion has been available for working out 
special arrangements with customers 
for handling their business on the most 
practical basis. These arrangements 
have included the special analysis of 
customer accounts and the making of 
suggestions for those involving uncol- 
lected funds, collections, bulk deposits, 
the preparation of currency and silver. 
Through this work we have been able 
to improve customer service and to do 
this on a basis satisfactory to the bank. 


In the new quarters, all of the 
bank’s operating departments —com- 
mercial, bookkeeping, distribution, 
transit, account analysis, general book- 
keeping, auditing, personnel, employee 
training, operating officers— are lo- 
cated on the one floor. A pneumatic 
tube system provides instant com- 
munication with all tellers, both in the 
main bank and in the motor banking 
division, and with other departments. 


At the present time, we are handling 
around 90,000 checks a day in the 
operating department. This repre- 
sents the volume in connection with 
the bank’s 6,610 regular commercial 
accounts, 3,265 budget or low-cost 
checking accounts and 19,972 savings 
accounts. 

The servicing of the currency ex- 
changes involves both the business 
co-operation division and the operat- 
ing division. There are some 500 of 
these exchanges operating in Chicago 
and we are handling about 30 per cent 
of them. Their business includes the 
cashing of checks and the writing of 
money orders, and they are usually 
open from 9 a.m. to 6 p.m. 

Our service consists of clearing and 
collecting their checks, which run to 
some 40,000 items a day, providing 
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currency and silver to the extent of 
around $1,500,000 a day, and handling 
the money orders that are drawn on 
the bank. Both silver and currency 
are provided as specified by the ex- 
changes. 

The plans for our new motor service 
building carried special provision for 
loading the twenty Brink’s and Ar- 
mored Car trucks daily required to 
transport the silver and currency to 
the exchanges. The trucks simply pull 
into the service building, back up to a 
platform and to elevators leading to 
specially-built, locked and guarded 
quarters. 


Besides its facilities for armored 
cars, the new motor banking building 
provides special service for all bank 
customers. It has proved to be an 
extremely satisfactory answer to the 
fact that we are in a high traffic area. 

Entrance to the building is both 
from Roosevelt Road in front and 
from Grenshaw Street at the rear. The 


_first floor contains an island with six 


motor bank windows, a large elevator - 
to transport cars to the second floor, 
a ramp exit from the second floor and 
the armored truck station. The second 
floor contains parking facilities for 
52 cars, an entrance to an overpass 
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leading to the main bank building and 
the ramp entrance. 

Thus, customers can drive in for 
quick service at the tellers’ windows, 
where they can make commercial or 
savings deposits, cash checks, make 
savings withdrawals, obtain money 
orders or cashier’s checks, and make 
loan payments, or they can turn their 
cars over to attendants for parking 
while transacting business in the main 
banking quarters. 

Uniformed guards and regular traffic 
lights direct motor banking customers. 
That these are necessary may be seen 
from the fact there are frequently as 
many as 40 cars in the bank at one 
time and that it is not unusual to 
serve 500 customers a day through the 
motor banking windows and the park- 
ing facilities. 

Our new plan for clearing interline 


(CONTINUED FROM. PAGE 27) 

have a broad knowledge of all classes 
of securities in making loans, handling 
trust business, etc. Bank men were 
used for these lectures, as well as in- 
vestment brokers and counselors, be- 
cause of their close association with 
the subject. 

Loans were broken down into 20 
lectures in an effort to cover all pos- 
sible types and here again, where it 
was deemed in the best interest of the 
class, loan officers from insurance com- 
panies, the Commodity Credit Corpo- 











bills for trucking companies is the 
outgrowth of our close association 
with their business. The plan offers 
these carriers the advantage of a daily 
settlement of all interline debits and 
credits and a means of quick settle- 
ment for drivers upon the delivery of 
interline freight. 


THE operation presumes that each 

participating carrier will have a 
special account with the bank and that 
the account will be used solely for the 
purpose of clearing interline waybills. 
Credits will be deposited to the special 
accounts and the charges will be dis- 
tributed among other special carrier 
accounts as debits appear. 

A rubber-stamped inscription on the 
face of the waybill will provide the 
bank’s authority for making the debit 
entries. The driver delivering inter- 
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COLLEGE BANKING — 


ration and the Reconstruction Finance 
Corporation were obtained to cover 
some of the specialized phases of the 
subject. 

The second quarter began with a 
lecture on the opening of accounts 
and this was followed by a lecture on 
advertising and public relations. 

Next a series of 25 lectures covered 
the routine and operation of each 
department of the bank. In the com- 
mercial department, deposits were re- 
ceived and followed through the proof 
department, distributed to the book- 
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line shipments will obtain this authori- 
zation from the connecting carrier and 
thus relieve himself of the necessity of 
waiting for the issuance of checks or 
payment in cash. The auditing of the 
freight bill will be the responsibility 
of the carrier. 

As waybills are paid at the bank, 
they will be canceled just as commer- 
cial checks and these canceled waybills 
will be returned daily to the trucking 
companies for reconciliation. Regular 
monthly statements, just as in the case 
of commercial accounts, will be ren- 
dered. The charge for the service will 
be deducted from each deposit. 

Though this plan is only going into 
effect as this article is written, it is 
providing another service for cus- 
tomers and adding another justifica- 
tion for our use of the slogan, “‘Pio- 
neers in Special-Service Banking.” 


keepers, clearings, transits, general 
books, etc. ; 

Collections and exchange were thor- 
oughly discussed as were service 
charges. 

Credit and analysis of financial 
statements were given several lectures. 

Four lectures were devoted to negoti- 
able instruments by one of our local 
attorneys. 

A lecture on counterfeit currencies 
and forgeries was handled by the local 
Secret Service representative. 

One lecture was given on safe de- 
posit departments. 

One lecture was devoted entirely to 
the general books, one to required 
reports for management, while two 
lectures were devoted to internal bank 
auditing. 

Then followed 19 lectures on trusts, 
beginning with a definition and a 
discussion of trust advantages and dis- 
advantages. The class was taken 
right through the organization and 
operation of a trust department. 

Lectures were given on custodian- 
ships, safekeeping escrows, property 
management, corporate trusts, trans- 
fer agencies, all by competent bank 
men handling these subjects every day. 

One of the senior officers, also an 
attorney, lectured on property succes- 
sion, followed by a lecture on wills by 
one of our local attorneys. 

Administration of estates of de- 
ceased persons, testamentary and vol- 
untary trusts, investments of trust 
funds, succession and gift taxes all 
were treated by trust officers of the 
several banks. 

One lecture on employee relations 
and one on the safeguarding of liquidity 
and solvency finished the course. 
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The mimeographed lectures now 
comprise two large volumes of mate- 
rial. This is available for future 
courses, or for reference material. 

The officers and members of the 
Clearing Association who were respon- 
sible for the initiation of this program 
were: John M. Wallace, president, 
Walker Bank & Trust Company; 
Charles L. Smith, chairman of the board, 
First Security Bank of Utah, N. A.; 
Walter E. Cosgriff, president, Conti- 
nental National Bank & Trust Com- 
pany; W. M. Smoot, vice-president, 
Utah First National Bank; F. M. 
Michelsen, executive vice-president, 
Utah Savings and Trust Company; 
W. R. Smith, vice-president, Zion’s 
Savings Bank and Trust Company; 
Newell B. Dayton, vice-president, 
Tracy-Collins Trust Company; Ralph 
B. Wright, vice-president, Union Trust 
Company; W. L. Partner, vice-presi- 
dent and manager, Federal Reserve 
Bank, and Robert S. Hayes, secretary, 
Salt Lake City Clearing House Associ- 
ation. 

The new venture was a huge success. 
The students listened with attention 
and after each lecture asked questions. 
A wire recording was made of each 
lecture. The material was then tran- 
scribed and mimeographed. These 
mimeographed copies were accumu- 
lated by the students and served as 
their textbook. The students were 
examined on the material presented 
and university credit was given for the 
course. 

The fine spirit of the local bank 
officers was exemplified when they 
agreed to turn the salary allotment 
for the course back to the University 
of Utah for a scholarship in banking 
and finance. This scholarship was 
awarded to a banking and finance 
major on the basis of scholarship and 
need. 

Preliminary conversations already 
have been held regarding the 1949-50 
school year and it is believed that the 
Clearing House Association will spon- 
sor a similar course. 


Sd * * 


CORRESPONDENCE 


(CONTINUED FROM PAGE 29) 

ence Manual,” specifically for secre- 
taries and stenographers, was in gen- 
eral use at. the time. 

The First National Bank of Boston 
now has established a complete pro- 
gram or clinic in business and report 
writing. The writing clinic includes a 
group of auditing and accounting per- 
sonnel, the auditor, the operations 
department head, and several control 
division assistant managers. They 
meet one hour each week, when letter 
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specimens are examined and analyzed. 
Almost all of these are written assign- 
ments done by. the members of the 
group. The size of the group, 16 men, 
makes possible a fairly high level of 
individual participation. 

The bank, keeping in mind the 
specific kinds of letters that the men 
in the class had to write as part of 
their jobs, have settled on two books 
as texts for the course: ““The Art of 
Plain Talk,” by Dr. Rudolph Flesch, 
and “An Index to English,” by P. G. 
Perrin. 

Since writing is acceptable only when 
it can be understood quickly by the 


reader, the main concern of these 
meetings was to find out what made 
writing readable. The group studied 
and discussed specimens of their own 
writing with reference to Dr. Flesch’s 
readability formula, a device to meas- 
ure the readability of prose by showing 
the relative weights of three basic fac- 
tors in writing: average length of 
sentences, proportion of long words, - 
and number of references to people. 
The Flesch “‘yardstick”’ for effective 
writing, “Simple words, short sen- 
tences, the personal touch,” were being 
studied by the bank group from a 
semantic point of view in the illustra- 
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tion on page 29. The instructor, 
W. P. de Mille, was engaged in point- 
ing out the particular usefulness of the 
three-point Flesch formula. 

Breaking down the Flesch reada- 
bility formula to its simplest form 
merely involves taking the average 
number of prefixes or suffixes in 100 
words, subtracting the average num- 
ber of personal references in 100 words 
(names and personal pronouns), and 
dividing by two. The final step is 
adding the number of words per sen- 
tence. 

An answer of 20 or under means 
easy reading for the average adult. 
A score of 30 to 36 is standard, and 
anything above 43 is difficult reading. 
A good letter, of course, requires hard 
work and clear thinking, and is con- 
siderably more than a mathematical 
formula. 

Mr. de Mille has had several years 
of practical bank work as teller, job 
analyst and supervisor; he was for- 
merly a Boston University instructor 
in English composition and a profes- 
sional consultant in business writing. 
He is now employed full time as an 
assistant to First National’s director 
of training. 

The present “pilot” group will act 
as a model for similar courses in other 
departments of the bank. This pro- 
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jected program of education in letter 
writing will be kept on an informal, 
individual-conference basis. Carbon 
copies of letters written within a given 
department will be studied for errors 
or shortcomings in clarity, tone, con- 
ciseness, and general effectiveness. 
Conferences, or classes, depending on 
the number of writers whose work 
shows the need of developing greater 
proficiency, will be arranged. 

The carbon copies used to exemplify 
the good and bad qualities of letters 
will be returned to the department 
after the foregoing training is com- 
pleted. A critical report will accom- 
pany them, so that the department 
head may have a ‘general basis for 
evaluating the work of his letter 
writers in the future. Similar studies 
of sample letters and reports to the 
department heads will be made once 
or twice a year thereafter. 

Bank of America N. T. & S. A. also 
has an interesting program. Unusual 
conditions during the war and early 
post-war years forced the bank to dis- 
continue its policy of holding classes 
periodically in bank correspondence 
and better letter writing. Recently, 
however, a refresher course was insti- 
tuted for the benefit of all administra- 
tive departments in the head office at 
San Francisco, under the supervision 
of Vern C. Richards, assistant vice- 
president and director of staff training. 
Waldo J. Marra, author of “How To 
Put Words to Work” and other text- 
books on business correspondence, was 
engaged as instructor. 


THE course was planned primarily 

for officers but included practically 
everyone in the head office administra- 
tion handling correspondence. After 
plans had been approved by the bank’s 
management committee, all the top 
officers, including the senior vice- 
president and the senior vice-chairman 
of the board, made a point of attend- 
ing the course meetings. 

The classes consisted of four sessions 
of one hour and a half each, for a 
total of six hours. For the convenience 
of bank officers they were divided into 
two groups, one meeting on Tuesdays 
and the other on Fridays. Instruction 
was given in better letter forms, the 
psychology of letter writing and mod- 
ern English. Particular emphasis was 
laid on how to arouse the recipient’s 
attention and interest in the first 
paragraph, keeping the “you” always 
in mind, and including in the closing 
paragraph some positive suggestion to 
arouse prompt action, the phraseology 
depending upon what action is desired. 

The educational program also in- 
cluded a similar course for administra- 
tive stenographers and _ secretaries, 
given in five one-hour sessions on 
Saturdays. It covered instruction in 
letter forms, modern English, punctu- 


ation and much of the material given 
to bank officers, so that both groups 
would be working toward the same 
objective in bank correspondence. 
This head office program, completed 
in May, included a total of 218 officers 
and 143 secretaries and stenographers. 
Plans are now under consideration for 
similar classes in other California cities. 
A suitable correspondence manual is 
being considered for outlying offices. 


THE carbon copy survey-type of 

letter writing course was adopted 
some years ago by Continental Illinois 
National Bank and Trust Company of 
Chicago. The survey began after a 
series of group discussions with the 
senior officers of the bank on the pros 
and cons of good letter writing. 

Using a Balopticon machine, they 
projected some of the letters written in 
the bank onto a screen, the better to 
illustrate the principles under discus- 
sion. The end result of these discus- 
sions was the crystallization of a letter 
writing manual entitled “Four Tests 
For Our Letter.” Copies of the early 
draft of the manual were distributed 
throughout the bank, inviting criticism 
and suggestions, many of which were 
later incorporated in the manual. 

According to J. K. Waibel, Conti- 
nental Illinois’ advertising manager, 
a great deal of emphasis is placed on 
periodic surveys because they deal 
directly with the type of letter with 
which the correspondent is most con- 
cerned. He stated that on occasions 
correspondents expressed a preference 
for the completed survey over the 
correspondence manual, since the com- 
pleted survey dealt exclusively with 
their letters. 

In addition to the periodic surveys, 
sessions on letter writing are conducted 
from time to time for new correspond- 
ents and for people who need help as 
indicated by the surveys. Here the 
“Four Tests For Our Letters” is 
broken down into its respective ele- 
ments and discussed by the group. 
Following the sessions, the class sub- 
mits carbon copies of letters which are 
carefully examined and discussed with 
the writer personally. 

The United States Trust Company 
of New York reports that to date, 
seven groups of 10 men each have 
completed two-month courses in bank 
letter writing. 

The course, according to William D. 
Ryan, assistant vice-president, was 
started early in 1948 to improve letters 
sent out by officers and by senior 
clerks. After a thorough investigation 
of educational sources, the company 
decided that the services of a capable 
instructor should be sought. They 
selected Nathaniel Barnes, executive 
secretary of the Association of Con- 
sulting Management Engineers, who 
also teaches advance students on 
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“Writing for Business Uses” at Colum- 
bia University. 

On setting up the course, the per- 
sonnel department selected the various 
groups, dividing them into classes of 
approximately 10 men each. Five let- 
ters of each individual were sent to 
Mr. Barnes every two weeks for correc- 
tion. Mr. Barnes held consultations 
twice with each group and also indi- 
vidual consultations when desired. 
At frequent conferences Mr. Barnes 
discussed letters he had corrected with- 
out disclosing the originators. In this 
respect, the groups profited by each 
others’ mistakes. 

Central Hanover Bank and Trust 
Company, New York, held a business 
letter writing clinic back in November 
of 1945, which was conducted by a 
recognized expert on the _ subject. 
Assistant Vice-president T. C. Cox 
reports that the bank’s correspondence 
is subject to constant and critical in- 
spection, and that all correspondents 
are encouraged to improve their letter 
writing ability by enrolling in A. I. B. 
courses or other recognized institutions. 

The bank recently planned study 
groups to be conducted during banking 
hours on the premises, with the assist- 
ance of an authority on the subject. 
Central Hanover has its own stenog- 
rapher’s manual, prepared to illustrate 
certain standards for letters, tele- 
grams, memoranda and other typed 
matter originating in the bank. It 
serves as a textbook for stenographers 
and typists, and as a guide for all who 
are concerned with dictating. 

The company believes that corre- 
spondence and records can be simpli- 
fied and improved in quality by the 
establishment of uniform, definite 
standards for all to follow. 


BACK in 1944, the National Bank of 

Detroit engaged Cy Frailey, au- 
thor, to conduct a letter writing clinic. 
Mr. Frailey used a series of slide films 
to advantage in discussing the various 
letters used for examples. He also 
prepared a typewritten manual for the 
officers of the bank. 

Miss Lida McHenry, Wayne Uni- 
versity instructor, has been conducting 
a correspondence course of the Detroit 
Bank’s secretarial group, to be fol- 
lowed up by a course for the officers 
of the bank. The plan is to establish a 
more uniform policy in outgoing corre- 
spondence, as well as to improve the 
bank’s business letters in general. 

Canadian banks make a practice of 
sending out sample letters to all 
branches from time to time to indicate 
general patterns and styles to be fol- 
lowed. Junior staff officers are re- 
quested to study these form letters to 
improve their letter writing technique. 

“The Royal Bank of Canada 
Monthly Letter’ devoted its March, 
1949, issue exclusively to correspond- 


September, 1949 


ence and other writing, under the title, 
“On Making Ourselves Understood.” 


-The article briefly reviews the history 


and growth of the English language, 
discusses the menace of jargon, gives 
the simple rules of good writing as 
listed in H. W. Fowler’s “The King’s 
English,”’ and stresses the importance 
of simplicity in writing. 


THE subject of bank letter writing 
has been treated exlusively in two 
books, one of very recent origin. 

The latest guide to more efficient 
letter writing is a 228-page book. writ- 
ten by Robert Morrison called “A 
Guide to Bank Correspondence,” 1949, 
published by the Bankers Publishing 
Company, Cambridge, Massachusetts. 

Mr. Morrison, an instructor in busi- 
ness communications at the University 
of Kansas, treats not only routine bank 
correspondence, but also sales letters, 
credit letters, and other special com- 
munications to a bank’s customers and 
correspondents. Numerous sample let- 
ters covering good will, credit inquiries, 
loans, collections, sales, savings and 
routine, are included. An 11-page 
appendix of “words to watch” pro- 
vides an interesting summary of com- 
mon mistakes to be avoided. 

The purpose of the book is to help 
the banker “employ those techniques 


which will insure better, more efficient 
letters —letters which in the long run 
cost less in terms of returns.” 

Material for Mr. Morrison’s book 
came from both large and small banks. 

“BANK LETTERS: How to Use 
Them In Public Relations,” by Wil- 
liam H. Butterfield, published in 1946, 
by the Whitlock Press, Middletown, 
New York, offers a brief, practical 
treatment of the subject of bank 
correspondence. It is a compilation of 
several articles appearing in Banking 
and Burroughs Clearing House, to- 
gether with a discussion of ten practical 
pointers on “How To Make Bank 
Letters Make Friends,” and a selection 
of ‘““‘Twenty Public-Relations Letters 
For Banks.” Appendices of correct 
uses of titles, special forms of addresses, 
and an analysis of words and expres- 
sions frequently misused, are included 
in the 68-page book. 

In a booklet written in 1945 by the 
late Alvan F. Duerr, Manufacturers 
Trust.Company, New York, called 
“PBY, People, Business and You,” 
letter writing relative to banking, is 
given brief but explicit coverage. 

Mr. Duerr called letter writing a 
basic instrument of good will. He 
questioned the use of form letters when 
writing to individuals and deplored the 
inaccuracies that occur in spelling the 
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names of persons especially those 
addressed in a cordial manner. 

A good letter, said Mr. Duerr, is one 
that projects the writer’s personality, 
producing the effect of talking in per- 
son, with none of the stilted artificiality 
that creeps into letters. The corre- 
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mine the underlying reasons for com- 
paratively greater efficiency tend to 
emphasize that high individual pro- 
duction, which is the key to low unit 
cost, is tied directly to the performance 
of the individual staff member, with- 
out too much regard to physical set- 
ups:or work systems. There does not 
even seem to be too much of a direct 
correlation between salary scales and 
efficiency. In fact, the survey findings 
indicate that bankers who believe that 
low salaries produce low unit costs, or 
that high average salaries are inevita- 
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spondent, if his letter is to have any 
effect, must be simple, concise and clear 
in his statements. He must avoid 
stock business expressions, popular 
colloquialisms, and above all be sincere, 
avoiding flattery, compliments, and 
any form of false modesty. 
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MEASURING EFFICIENCY 


bly associated with high production, 
may be deluding themselves. The key 
seems to lie more in a combination of 
such factors as personnel selection, 
personnel training, personnel super- 
vision, encouragement and morale. 

Perhaps some straight talking to 
bank management, based on the past 
two years of close experience with this 
Efficiency Audit program and _ the 
revelation of my own past shortcom- 
ings, would not be out of order or a 
digression. 

Judging from my own experience 
and observation, most bank executives 
in senior authority tend to give the 
top edge of their energy and attention 
to business development and over-all 
policy matters, and to relegate the 
actual details of operation which bear 
on unit efficiency to someone down the 
line in experience, responsibility and 
authority. Moreover, there is a fail- 
ure to outline definite responsibility 
and authority from top to bottom, 
and an absence of any audit or check 
on the intelligence, energy and effi- 
ciency with which delegated authority 
is exerted. It is furthermore suspected 
that neither we of senior responsibility 
nor the officer in charge of personnel 
have been sufficiently resourceful in 
employing those of superior mentality, 
personality and energy. Perhaps an 
arbitrarily low starting salary has been 
a high hurdle. 

Another weakness in many in- 
stances has been the lack of an ade- 
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Dr. Duerr points out various meth- 
ods of handling complaints, avoiding 
hostility, and the art of pacifying bank 
customers by letter. He insists that 
all letters be answered promptly, and 
concludes that the presence of an 
efficient secretary is half the battle won. 


quate training program. All too often, 
I hear, new employees are merely 
dropped down the chute to some 
department where they are relegated 
to the performance of seemingly un- 
important jobs, with little or no inter- 
est shown in them, and a minimum of 
effort made by the employment officer, 
department head or key employees to 
explain the importance of the work. 
Too often we fail to evidence a per- 
sonal interest in the progress of em- 
ployees and to accord them the recog- 
nition which polls show to be valued 
even more highly than money. 

Another shortcoming has been the 
fact that we do not have, and hence 
cannot convey, any standard of per- 
formance because we have not de- 
veloped any way of knowing what it 
should be. If we do not know what 
par is for a departmental function, it 
is quetionable whether we have more 
than an obscure idea as to the relative 
efficiency of employees in that depart- 
ment. As a consequence, it is quite 
likely that comparative salaries paid 
in that department may be on a hap- 
hazard unrewarding or overrewarding 
basis, unconducive to better perform- 
ance by employees not spontaneously 
inclined to produce and discouraging 
to those with the capacity and desire 
to produce. 


T seems to me that top management 

in banks cannot escape the responsi- 
bility for over-all operating results in 
their institutions, and that it is essen- 
tial that we draw upon our resource- 
fulness to design better methods of 
weighing and measuring operating 
efficiency. It was significant to me 
that the top executives of at least 
four of the five banks that led in the 
initial Association audit of compara- 
tive efficiency concern themselves with 
operations to a degree that in my 
opinion is uncommon or unusual. 

It would be my suggestion, there- 
fore, that the senior executives of 
banks do one or two things without 
fail. One is to assume an active per- 
sonal responsibility for digging under- 
neath over-all operating summaries to 
divisional operations and departmental 
efficiency. If for any reason it is im- 
possible for a top executive to do this 
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himself, then a newly emphasized and 
defined responsibility should be placed 
on a resourceful officer or employee 
from whom prompt performance is 


expected, and prompt co-operation 
with that individual by the rest of the 


(CONTINUED FROM PAGE 33) 

““One moment, Mr. Spooner,” smiled 
Cashier John Atwood heading for the 
main banking room. 

Bending over the cash tray on the 
counter ledge, John held a thumb and 
forefinger poised to pluck out the little 
gold coin he had dropped there a ‘half 
hour before. He continued poised. 
The gold dollar wasn’t there. 

“Willie!” he hollered. 

“Comin’!’ came a faint whoop. 
Shortly Willie Dexter, the teller, stag- 
gered in from the back room, his arms 
loaded down with a batch of customers’ 
statements for mailing. 

“‘Where’s that gold dollar gone?” 
barked John. 


“Wh... why! Dr. Noah Quim 
bought it not more’n fifteen minutes 
ago.” 

““What-t-t! !”’ 


“Sure, he melts ’em up for fillings 
for teeth.” 

“Great Scott!’ howled John rushing 
for the front office. 


FERDY Spooner had bristled up out 

of his chair like a wet tomcat. “I 
heard every word. I’m surprised. Don’t 
you folks know the law? Don’t you 
know you can’t cut, clip, shave, file or 
melt a United States coin? The gov- 
ernment can put you in prison for 
99 years!” 

‘““Mr. Spooner,” Willie was rapping 
on the partition grille. “I'll bet I 
know who pinched that coin. I saw 
Winchy Ferret with that stranger who 
brought it in.” 

“Yeah... yeah, that’s it! Winchy 
was in the store this morning. He got 
the stranger to cash it for him here. 
I’ll have you all pinched!’’ 

“Great heavens!’ squawked Direc- 
tor Clutchbill as he made a dive for 
the door, “if Doc Quim hasn’t melted 
that coin!” 

Ferdy Spooner went out of the door 
like a rabbit after him. Both men 
padded up a flight of stairs beside the 
bank entrance, and plunged into the 
dentist’s parlor. 

Mr. Clutchbill shot a hurried look 
around. On a bench a blue alcohol 
flame burned under a tiny crucible. 
On the floor lay a broom lengthwise. 
On the floor, too, on his hands and 
knees, was Dr. Noah Quim. A silver 
blowpipe was stuck over one ear like 
a pencil. In one of the doctor’s hands 
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staff demanded and enforced. 

At Pioneer Bank over the past two 
years we have been swallowing heavy 
doses of- the potion which I have just 
been prescribing. A succeeding in- 
stallment, to appear in the October 


MR. CLUTCHBILL 


was a pair of pinchers. He had been 
squinting down into a hot air register. 
“Noah!” shouted Mr. Clutchbill in 
one gulp, “you melted that gold dollar 
yet?” 
“Why, Mr. Clutchbill,” uttered the 


_doctor in a slow purr, “me melting gold 


coins? I’m surprised.” 

“Where is it, then?” 

“Well-l-l, Mr. Clutcnbill, it is my 
opinion it has gone down this cussed 
hot air register.” 

“It was stolen,” 
Clutchbill. 

Dr. Noah Quim looked disgustedly 
down the hot air hole. 

“Maybe it didn’t go down there,” 
said Mr. Clutchbill, a trace of hope in 
his voice. 

“Well, you can sweep the floor 
again if you want,” replied the doctor 
leaning his thin bald head down to the 
floor and squinting around. 

“That was a special gold dollar. It 
was left to my wife by her grand- 
father,” said Ferdy in a slow, warning 
voice. 

‘Well, I declare.” Dr. Noah Quim 
sat up with a mild polite look of inter- 
est. ‘Was that all he left?’’ he asked 
curiously. 

“Darn near, otherwise I wouldn’t 
be pecking around in a grocery store.” 

‘‘Dear, dear, we'll have to go down 
to the furnace. It’s probably slid clear 
down there.” 

- “Hurry, then!’ gasped Ferdy. ““The 
fire will cook it to a cinder.” 

“No,” said the doctor gently, “the 
fire’s been let out. Winchy Ferret is 
cleaning out the furnace today. I 
wouldn’t wonder if he’d picked it up 
in the...” 

“Winchy Ferret!” Mr. Clutchbill 
let his voice bump with a thud. ‘“He’s 
the one that stole it and got a stranger 
to cash it for him in the bank.” 

“Why, Winchy isn’t over sixteen; 
he can’t have gone in for crime so 
sudden,” purred the doctor getting 
laboriously up. 

“Can’t he?” snapped Ferdy. ‘He 
ain’t safe with anything smaller’n a 
furnace.” 

‘Well, we might go down, then,” 


snapped Mr. 


observed the doctor spatting at the’ 


skirt of his ash-colored dentist’s frock. 
“You wait .a minute, boys.” He 
stepped across the room to his chair 
hidden by a screen. “‘Mrs. Byam,” 
came his voice sweet and mellow, “T’ll 


issue of Burroughs Clearing House, wil 
detail some of the specific ways our 
bank has been able to improve operat- 
ing efficiency with the help of informa- 
tion derived from the Efficiency Audit 
program. 


have to put this sucking pump in your 
mouth for a few minutes, or you'll 
strangle. I may have to put cement 
back in the tooth for a spell till this 
1949 gold rush blows over.” 
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There came a broken watery gurgle, 
and then the return of the doctor. 

A strange thing had happened down 
in the cellar beside Dr. Noah Quim’s 
furnace. Winchy Ferret, sooty of face 
and hands, with a head, a hand and a 
flashlight rammed into the heating 
chamber, had heard, of a sudden, a 
faint rattling, tinkling sound coming 
down a large tin heating pipe to him. 
He cupped a hand and waited. A tiny 
coin fell into his palm. He gave the 
pipe a rap, hoping for a handful, since 
he knew the pipe also led into the 
banking quarters. None came, so he 
pulled out and sat down on a coal hod 
to see what he’d got. He gave a blow 
into his palm and slid the ray of his 
flashlight over the object. 


HE let out a sudden cry of wonder. 

There in his hand was the very gold 
dollar he’s pinched in Ferdy Spooner’s 
store that morning. He looked strangely 
around in the twilight to see if he 
were still in the world. There were 
times in his short life he had been in 
luck, but nothing double-jointed like 
this. He began chewing the cud of 
gum in his mouth like mad. He’d 
have to take time out and follow his 
luck. Instantly he padded up the 
stairs, found the street and headed for 
Jim Upham’s pool parlor. 
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It was shortly after this that the 
hollow sound of three pairs of boots 
was heard going down the cellar stairs. 
During the descent Dr. Noah Quim’s 
nasal voice was speaking in comforting 
tones. 

“Now we know where it is, there’s 
no hurry, boys. If Winchy hasn’t 
come onto it there'll be ashes to sift 

Suddenly Mr. Clutchbill, who was 
ahead stopped and stared. ‘“Winchy 
isn’t here!’’ 

*Hm’f, that’s queer,” purred the 
doctor who had come up alongside. 
“There’s his flashlight. Maybe he’s 
just stepped out a minute.” Dr. Noah 
Quim picked up the flashlight and ran 
it into the smoke hole along with his 
head. ‘‘Hm’f, seems all clean in here 
. .. wonder if Winchy has quit.” 

“He has if he found that coin,” 
grated Ferdy. 

“Maybe we'd better find Winchy 
first,’ suggested the doctor squinting 
around in the half-light. 

“T’ll find him, darn him!”’ snapped 
Mr. Clutchbill. “‘Go up into the bank 
and stay there, Ferdy. I'll lug him 
in.” 

In a few moments Director Clutch- 
bill was trailing along beside the stores 
of Main Street. At the post office 
corner four loafers were braced against 
the window ledge. The old director 
stopped casually. 

“‘Winchy Ferret been by here?”’ 

“Winchy? Yeah.” The derelict 
hitched himself up and pointed. 

“Mm-m, the pool room.” Mr. 
Clutchbill started along with an eager 
step. 

In Jim Upham’s pool room an 
individual had just nodded cattily, 
rose and plucked a cue out of a rack, 
fondly hoping to lift the dollar Winchy 
was betting on a single game of “Jack 
Johnson.” 

Winchy won the toss “to break 
*em”’ and his jaw had just become quiet 


| on his cud of gum for the shot when 


Jim Upham, sitting at his lookout 
beside the window, gave tongue. 

“Here comes old man Clutchbill 
and he looks as though something has 
got the wind up!” 

Winchy screwed his head around 
and became motionless. Suddenly he 
laid down his cue and slid through an 
open side window. 

It was none too soon, for the door 
opened and Mr. Clutchbill stood there 
gazing around in the twilight. 

The sporting union assembled there 
in various broken chairs regarded him 
meekly with poker faces. 

“‘Winchy Ferret here?’’ said Direc- 
tor Clutchbill in a solemn voice. 

“Winchy?” drawled Jim Upham 
slowly patting his knee with a fly- 
spatter. ‘“‘No, he ain’t here.” 

“He been here?” 

Mr. Upham reflected. “Well, now, 





Mr. Clutchbill, that’s hard to say. 
So many come and go.” 

“Yeah,” sniffed the old director, 
then slowly backed out of the door. 

Favored by the foregoing interview, 
Winchy had slipped rapidly across the 
street and after a keen look through 
the door window entered the grocery 
store of Ferdinand Spooner where his 
luck had stemmed from that morning. 
He drifted over to the counter and 
purchased a chocolate bar from a clerk, 
then wandered back to the door and 
stood there grinding thoughtfully on 
his cronic cud of gum. Twice he 
glanced behind him. Suddenly his 
hand darted to the spice cabinet and 
came away. In another moment he 
was out in the street. Moving in a 
carefree way, he proceeded to the 
stairs leading down to Dr. Noah 
Quim’s furnace and took up the matter 
of assembling and wiring up the smoke 
pipe. 


BY this time Mr. Clutchbill had re- 
entered the bank and was trying to 
comfort Ferdy Spooner who was 
rapidly passing into a state of hysteria. 
“IT tell you, Ferdy, I'll catch him 
before long. You better go back to 
the store and quiet down.” 

*“‘Gorl darn yuh, none of us will ever 
see that gold dollar again. My wife 
will go crazy. I’m going to report 
yuh to the government.” Ferdy got 
up and stamped through the door. 

For eight minutes Mr. Clutchbill 
walked about the banking rooms, 
stopping in deep thought to scowl at 
the cash tray sitting glumly on the 
counter ledge. 

Suddenly the telephone leaped into 
a ear-rattling buzz. 

“Hello!” he barked picking up the 
instrument. 

“It’s me, Ferdy!”’ came over the wire 
in a breathless gasp. ‘“‘What’d you 
know! that gold dollar is right here in 
the spice cabinet. It’s come back — 
sticks there in a wad of gum.” 

The old director swallowed twice 
before he could speak. “Certainly! 
I knew it would have to come back, 
Ferdy. It’s our new ‘absent-treat- 
ment’ program we’ve just begun using 
on our past-due notes.” 

Mr. Clutchbill dropped the phone 
and plodded briskly out of the bank 
and down a flight of cellar stairs. A 
ray from a flashlight was fluttering 
around behind the furnace. 

“So you’re back!’ grated the old 
director. 

Half a sooty face peered around the 
furnace, but remained mute. 

“T just wanted to tell you,” went 
on Director Clutchbill, “‘it’s too bad 
you’ve got your heart set for a career 
at Sing Sing; you’d make a wonderful 
bank president. In case you want to 
try it over again, the gum is what 
gave you away.” 


Burroughs Clearing House 


FORM 4070 




















RS = DO ~~ — 


ee 


Om Om OD mee OD et et 


nm 


Pm 6 


CP eP. @ 


> 


'_ — = 


a » S 


ee le oe So 


— 


Ce 


core ee oe or 














department-hy-department 
WE ANALYZE 
YOUR NEEDS 








Acceptance for our services today can 
be attributed to a growing awareness 
of the importance of operating methods 
...and costs. Today a bank earns a 
profit on its lower operating costs due 
to efficient quarters, as well as from its 
regular sources of revenue. That’s why 
it is a good investment to work with 
designers who know the business of 
BANKING, as well as architecture. 
We’ve completed almost two thousand 
bank projects during the past thirty- 
seven years. Thus we know bank de- 


Over 450 bank projects 
since the end of the war... 


That means 450 individual banks . . . surveyed, 
studied, redesigned for more efficient, lower-cost 
operation. If you contemplate new quarters, let our 
experienced organization help you. We are bank 
building specialists. Get the facts, write us today. 








signing like no one else in the country. 
But of even greater importance —we 
know BANKING... its function, its 
operation, its philosophy, its problems! 
Approaching your new quarters proj- 
ect...department-by-department from 
a banker’s point of view...we are 
able to translate your bank’s business 
operation into truly functional archi- 
tecture. Our proved planning tech- 
niques assure you of savings in initial 
construction costs...and savings in 
future operating costs! 
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First, they’re met at the station 


Every half hour throughout the day and night Chase 
trucks rush remittance letters from post offices 
and express terminals to the Bank... 


then “Individualized” 


Checks are sorted immediately into groups. As processed, 
those on New York are sent by messenger to the Clearing 
House for the 2, 8 and 9 a.m. clearings. Checks 

received up to 9:15 a.m. are included in the final 

clearings for the day at 10 a.m. 


es 


To the Portrait Box 


Out-of-town items get special treatment, including 
microfilming for the protection of our correspondents... 


and off they go! 


Checks go from Chase “the fastest way”—and that 
includes extensive use of air transport wherever practical. 


We always welcome opportunities to show visiting bankers 
our check-handling departments and other facilities. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Cor poretion 








